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LLOYD’S ANNOUNCES 
NEW BANK POLICY 


Includes Officers, Clerks and Servants 
of Assured or Any Other Person 
Whatsoever 








COVER BROADEST EVER ISSUED 





Forged or Raised Cheques Received 
By Mail Not Excluded; No 
Advance in Rate 
Lloyd’s new Banks and Trust Com- 
panies’ Policy will be known as the 
H. A. N. Form C. It is the most lib- 
eral contract of its kind ever 
in this country and so far no indica- 
tion has been given that there will be 
any advance in the rate now charged 
for the existing form. The new policy 

read¢: 
In consideration of a premium of... 
now paid to us respectively by 
aaa anbubriceras mis skarek the receipt of which 
we hereby acknowledge on the amounts 
unwritten by us and of the further pre- 
miums (if any) to be paid to us as 
hereinafter mentioned, We, the under- 
signed, each for his own part and not 
one for another, our heirs, executors, 
administrators and assigns, in the pro- 
portion which the amounts hereby un- 
derwritten by us respectively bear to 


issued 


TO: BUM OE oi ccccscccess hereby under 
toke and agree to pay and make goo’? 
OP CG BENE occ cvccanens all such direc: 
P6sOS OS They She GAM ..nncsccccases 


may during the space of twelve calen- 
dar months from noon of the ........ 
ORY OF ices . to noon of the ... 
wgin wi day of ........... discover that 
they have sustained in manner here- 
inafter mentioned (that is to say): 

1. BY REASON of anv money and/or 
securities in wnich they are interested, 
or the custody of which they have un- 
dertaken, and which now are or are by 
them supposed or believed to be or at 
any time during the caid period of 
twelve months my be in or upon their 
own premises or upon the premises of 
their bankers or in any recognized place 
we ee ee or 
ledged or deposited in the ordinary 
course of business for exchange, con- 
version, or registration with the issuers 
thereof, or with any agents of such is- 
suers, or with any persons employed to 
rrocure or manana the exchange, con- 
version, or reqistration thereof, being 
(while so in or unon such premises or 
£9 p'aced, lodged or deposited as afore- 
saic) lost. eectroyed, or otherwise made 
away with by fire, burglary, theft, rob- 
bery or ho'd un. whether with or with- 
cut violence. and whether from within 
vr without, and whether by the officers, 
clerks and servants of the assured or 

(Continued on page 23) 
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North British 
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EQUITABLE LIFE 0F IOWA 


Announces 
New Policy Forms 
Incorporating: 
INCREASED TOTAL DISABILITY BENEFITS 
DOUBLE INDEMNITY BENEFITS 


and 


OTHER INCREASED BENEFITS AND 


PRIVILEGES 
Low Net Cost and Best Service to Policyholders 
For Agency Connections Address 


HOME OFFICE 
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DES MOINES 





HARDISON EXPLAINS 
HIS OPPOSITION TO 
PRELIMINARY TERM 


Retiring Massachusetts Commissioner 
Goes Over Valuation Situation in 
Swan Song Report 








ACTUARY WHEELER’S POSITION 





Hinted At; Might 
Monop- 


Discrimination 
Cause Misrepresentation; 
oly Claim Refuted 





Referring to the two preliminary 
term life insurance bills before the 
Massachusetts legislature this year, re- 
tiring Commissioner Frank H. Hardi- 
son says in his annual report that their 
main purpose was the same, namely, 
“to permit life insurance companies to 
carry a smaller part of the first year’s 
premium on a life insurance policy as 
a reserve for the protection of the pol- 
icy, and thus release a larger part of 
said premium for expenses and profit. 
These bills, it should be borne in mind, 
were not desired by the old established 
companies doing business in this Com- 
monwealth. either domestic or foreign, 
hut pushed by outside interests or by 
Massachusetts interests which had 
enterprises which they desired to pro- 
mote without putting up the necessary 
funds to maintain reserves under the 
Massachusetts rule established from 
the beginnine of life insurance in this 
Commonwealth, and made a _ distinct 
issue before our Supreme Court in 
1906. For the Insurance Department’s 
view of the issue then tried the text 
of the forty-fifth and forty-eighth life 
reports may be consulted, as the pre- 
liminary term proposition is discussed 
therein in considerable detail. It is 
deemed best, however, to still further 
present the reasons why it is not for 
the interest of the peonle of this Com- 
monwealth to lower the standard of 
life insurance reserves.” 

The commissioner then explains the 
two bills and relates their history in 
the legislature. By a series of ques- 
tions and answers he sets forth that 
‘the plan of House Bill 1633, the latter 
hill, the purpose was to permit all life 
insurance companies at their option to 
retain and invest less of their premi- 
ums than is now required for carrvine 
out their contracts, thus lessening the 
protection of every policyholder as af- 
forded by the reserve; that those seek- 
ing this were certain stock companies 
fostering the formation of new stock 
companies, because it would allow them 
ty use for exnenses and profits funds 
that “under the present rule would be 
held and invested for the protection of 
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Assets Insurance in Force 


—1888..... 104,307 $ 073 
— 1898. - 321 8,392,902 
1908..... 3,621,170 43,443,633 

1918..... 15,758,208 145,055,484 


W. J. WILLIAMS, President 





A Record of Thirty Years of Progress— 


Ten- Year Periods 


THE WESTERN AND SOUTHERN LIFE INS. CO. 


Organized February 23rd, 1888 
ATTRACTIVE OPPORTUNITIES 


Indiana, Kentucky, 
Open to Agents in Ohio, ’ “and Michigan 


oe Policies Issued 


1889-1898........ $ 4,128, 
1908... ....4. 12,088,346 1,169,329 
1909-1918........ 35,887, 2,199,357 


CINCINNATI 


West Virginia, Western Pennsylvania 








ing to have this new plan adopted in 
Massachusetts is paying dividends to 
its stockholders under the present rule 
of setting up reserves. All the extra 
which it would be permitted to take 
from reserves could be used for still 
more dividends to stockholders. 

“At age forty-five the net premium 
on a whole life policy for $10,000 1s 
3283.50, made up as follows: $99.70 for 
the premium’s share of the death losses 
for the year, and $183.80 for the re- 
serve to protect the future of the pol- 
icy. Under the proposed plan all of 
the first year’s reserve could be used 
for expenses or distributed as profits. 

“It is conservatively estimated at 
not less than $40,000,000, which shows 
the large amount that the Common- 
wealth by enacting this bill would per- 
mit to be taken from first year’s re- 
serves, and to that extent weakening 
the protection afforded by the compa- 
nies. 

“All but the weaker companies would 
still maintain a conservatism greater 
than required by the State standard if 
this plan should be adopted.” 

Two Year Reserves 

The commissioner goes on to show 
that the same argument used to 
“bolster up” one-year term could be 
used the second year and that the ac- 
tuarial argument fer this is just and 
sound and in such case “the reserve 
for two years could be used for expen- 
ses or profits,” and that under the new 
plan a company would not begin to set 
up a reserve on the whole life level 
premium policy until the payment of 
the second year’s premium. He says 
that the reserve on such policy would 
be as large as under the present meth- 
od “at the highest age of the mortality 
table for a whole life policy under Sec- 
‘ion 3, of the Bill, and at the end of 
rhe tenth year under Section 1.” 

Charges Discrimination 

It is then pointed out that loan and 
surrender values, emphasized by 
agents in selling policies, are based 
on reserves, and that such values, un- 
der the proposed plan, would be less 
than under the present plan—less for 
ten years under Section 1 and for the 
whole period of an ordinary life policy 
under Section 3. 

It is explained that the assured, who 
must accept the smaller cash value in 
case of lapse, would pay just as much 
for his policy as at present, judged by 
the rates usually charged for prelimi- 
nary term. _This, the commissioner 
says, is discrimination, but adds that 
whether or not it is illegal would de- 
pend upon circumstances. The com- 
missioner then points out that these 
lesser values, printed in the policy, are 
disclosed “if the prospect has a 
chance to see the values by the two 
methods side by side. But the agent 
selling the policy with the lesser values 
will hardly call attention to the defi- 
ciencies. The plan thus affords an op- 
portunity for degrading a business 
which should be conducted on the hieh- 
est standards of honesty and truth.” 


Competition 
_ What is considered an important ob- 
jection to the plan is that estates ia 
life insurance would be secured by a 
smaller reserve fund: It is pointed 


out that companies operating on the 
old and new plans could compete, but 
business would come “mainly from the 
uninformed or the misinformed whom 
the state ought to continue to protect 
by saying, as now, that if a man pays 
for whole life insurance he shall have 
what he pays for. If the prospect knew 
the facts a reduced reserve policy 
could seldom be sold, other things. be- 
ing equal, and a full reserve policy 
being available. The whole truth will 
not be told by the agent. The expense 
of getting such business is more for 
obvious reasons.” 


If present going companies should 
embrace the plan, the commissioner 
says the protection of existing policy- 
holders would be affected because “re- 
serves would remain the same as un- 
der the present plan, but the company’s 
total reserve at any future time would 
be less than it would have been had it 
continued on the old plan. Hence, the 
dollars in hand supplying the protec- 
tion would be less than under the full 
reserve plan. This being true, the 
effect of Section 3 would depend upon 
the extent of the re-insurance indulged 
in. If done on a wholesale scale it 
would greatly reduce the reserve pro- 
tection of present policyholders, that 
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underwriting and are guaranteed by a Je- 
posit of the full legal reserve with the 


State. Our promises are all in our con- 
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is, the percentage of total reserve to 
insurance in force would be greatly 
reduced from what it would be if the 
business taken over by re-insurance 
carried full reserves.” 


No Mononoly 


Mr. Hardison says life companies 
can be started without this proposed 
plan by letting the stockholders, in- 
stead of the policyholders, put up the 
money to finance them. He says none 
of the large and successful companies 
use this plan; that many states have 
adopted preliminary term plans, not 
just like that of Bill 1633, and the re- 
sult is that “many weak companies 
have been started, some of which have 
already succumbed, and many of the 
rest are flying the flag of distress at 
the present time. Preliminary term 
insurance invites adventure, but not in 
the public interest.” 


The commissioner says that the 
present plan does not create a mo- 
nopoly any more than would exist un- 
der the proposed method “since the 
established companies, by offering 
more desirable policies, would continue 
to get the bulk of the business.” 

Exception is also taken to Section 4 
of the Bill on the claim that it would 
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doubtless permit a life insurance com- 
pany of a foreign country to enter 
Massachusetts without making a de- 
posit in this country as now required 
by law. 


Actuary Gives Views 


Another presentation of the ques- 
uon is given in a statement by Roy 
A. Wheeler, actuary of the Massachu- 
setts Department, in the course of 
which he says: 

“Shall the State of Massachusetts 
now abandon a reserve standard which 
served for sixty vears and which has 
given her prestige and standing 
throughout the country? This should 
be decided solely upon a consideration 
of the advantages or disadvantages to 
the insuring public. The holder of a 
life insurance policy pays a gross an- 
nual premium for a certain amount of 
insurance protection and certain sur- 
render equities. He knows nothing of 
the device by which his policy is to be 
transformed from a net level premium 
policy to a preliminary term. policy. 
This bill says that for the same gross 
premium which the policyholder has 
previously paid for his life insurance 
the state will now authorize the insur- 
ance company to issue a policy which 
does not start to accumulate a reserve 
until the beginnine of the second pol- 
icy year in order that a larger propor- 
tion of the first year’s premium may 
be used for expenses instead of being 
added to the reserve funds. In other 
words, this bill tampers with the in- 
vestment feature of the policy, allowing 
fie insurance company, with the state’s 
approval, to sell a cheaper article at 
the same price. 

“Shall the state authorize the sale 
to the insuring public of a cheaper ar- 
ticle at the same price in the interests 
of promoters of new enterprises? It 
may be interesting to note that if all 
the business valued by the Massachu- 
setts department as of December 31, 
1917, were revalued upon a basis of 
preliminary term insurance, it would 
have reduced that valuation by ap- 
proximately $200.000,000, which is to 
say that, if preliminary term valua- 
tion had been in effect from the begin- 
ning, the amount now in reserve for 
the protection of these policies would 
be smaller by that amount. 

“Section 3 of this bill is a vicious 
rider completely abolishing) Massachu- 
setts supervision over the valuation of 
re-insurance policies. By this section 
the state waives the rieht to prescribe 
not only the methods of valuation, but 
ulso the mortality table and the rate 
of interest. It says that re-insurance 
shall hereafter be valued not in ac- 
cordance with Massachusetts law, but 
according to any method which the 
company seeking to re-insure its risks 
may use, subject to the laws of the 
state in which that company is au- 
thorized to do business. 

“The special device by which a net 
level premium valuation is trans- 
formed into a preliminary term valua- 
tion consists of jugeling net premiums 
and premium loadings. This device 
has been defended as well as opposed 
upon actuarial grounds But the ques- 


tion of authorizing it by state law is 
a business question to be decided from 
practical 


” 


considerations. 
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Kederich Offices May 
Produce $30,000,000 


C. H. LEADS; AFTER $17,000,000 
East Side Business Furnishes Only 


Small Part of Grand Street 
Branch’s Writings 


Charles Hope Kederich, manager of 
the Grand Street Branch of the New 
York Life, will produce $17,000,000 of 
new business this year, which is more 
than fifteen times the total amount done 
in 1909, a decade ago, when Mr. Ked- 
erich first was placed in control of the 
oflice. He is one of the four famous 
Kederich brothers, all of whom are con- 
nected with the New York Life, and, 
according to present indications the 
tumily will do in excess of $30,000,000 
of business before the first of next Jan- 
uary. 

This year twenty-five of the 178 mem- 
bers of the Grand Street Branch belong 
to the $200,000 Club of Greater New 
York and twenty-seven to the $100,000 
Club. Altogether 113 agents in this city 
qualified for the former, and 112 for the 
latter, which means that nearly one- 
fourth of each come from C. H. Kede- 
rich's office alone, and he attributes this 
success largely to the close personal re- 
lationship existing between him and his 
agents. 

“When a new agent comes to me I 
learn not only all that [ can concerning 
him, but I also question him about his 
family, his hobby, if he has one, and 


his activities outside of the insurance 
business, and I attempt to develop a 
sincere helpful friendship with him,” 


Mr. Kederich said in an interview with 
a representative of The Eastern Under- 
writer. 

Mr. Kederich does not believe in 
maintaining a large agency force. He 
is engaging fewer new men each year 
and instead trains them so that they 
secure more applications than a much 
larger staff would. An individual allot- 
ment is specified and each agent failing 
to write that much new business is 
dropped. Mr. Kederich’s interest in him 
does not cease simultaneously. He feels 
it his duty to secure for this man a 
position which he is better able to fill. 
These acts of kindness always pay, Mr. 
Kederich maintains, and cited the in- 
stance of how an agent whom he had 
helped to find a new position brought in 
two men who are now among the best 
producing members of the Grand Street 
office. 

Despite the fact that the agency 
headquarters is situated on the lower 
Kast side of New York only a small 
percentage of the total business is se- 
cured from that district. Before Mr. 
Kederich took charge previous man- 
agers confined their activities to the 
neighborhood around Grand Street with 
only fair success. Beginning in 1909 
the new manager secured agents whose 
homes are in the Bronx, the upper East 
and West sides. Brooklyn, and even in 
New Jersey, and they work in the sec- 
tions where they reside, using the 
Crand Street office only as their head- 
quarters. 

Kvery year except one Mr. Kederich 
has increased his total new business, 
and the single falling off was due to the 
Company taking some of his best ag- 
ents and placing them with new 
branch. Four members of this year’s 
$200,000 Club and five of those qualify- 
ing for the $100,000 Club are former 
Students of Mr. Kederich’s method of 
business schooling. 


A meeting of the Home Life Agency 
Association's executive council was 
held in Atlantic City recently, attended 
vy J. Herman Treland, William Van 
Sickle, Henry S. Baker, H. R. Bryarly, 
R. A. Bickel and J. H. Scott. It was 
Planned to hold the next convention 
of the agency association in New York 
City February 10-11, 1920. 


SUCCEEDS JULES GIRARDIN 


William W. Williamson Made Manager 
of Phoenix Mutual in Chicago 
—Successful Agent 


William W. Williamson has been ap- 
poigted manager of the Phoenix Mu- 
tual Life in Chicago succeeding Jules 
Girardin. Mr. Girardin has been with 
the company for twenty-nine years and 
is one of the principal life imsurance 
men of the West. In resigning as man- 


_ ager he wrote to President Holcombe: 


“For some years I have looked forward 
to the time when I might be relieved 
of the activities of general agency man- 
egement. That time has now arrived 
and I would like to ask you to relieve 
me as the company’s manager to be 
effective at such time as you may deem 
advisable. I expect to continue to 
write life insurance for a good many 
years to come and shall continue to 
give my best efforts to the Phoenix 
Mutual, placing such business through 
vour Chicago office.” 

President Hclcombe wrote express- 
ing the thanks of the Phoenix Mutual 
ior the valuable aid given by Mr. Girar- 
cin in building up the company’s busi- 
ness in Chicago and extending to him 
sood wishes. 

Mr. Williamson is a Chicago man 
who produced for the eight months of 
1919, $396,000 in the Phoenix Mutual. 
He was district sales manager of a 
‘eal estate corporation before going 
with the Phoenix Mutual as agent. 





He is a wise man and a good man, 


too, that knows his origin and end; 
and answers it by a life that is ade- 


“uate and corresponds therewith. There 
is no creature fallen so much below 
this as man; and that will augment his 
trouble in the day of account; for he is 
an accountable creature. — William 
Penn. 





The New York Life is more than 
$165,000,000 ahead of last year at this 
time in paid business. 


Johnston Writes 
New Article On 
Business Insurance 


THREE REASONS FOR PUSHING IT 


Distinguishing Between Insurance for 
Family and Business Insurance; 
Its Popular Appeal 


By George W. Johnston, Johnston & 
Collins, New York City General 
Agents of The Travelers 
Imagine an aviator flying over a suc- 

cession of towns. He 

far below dots which are 
sheltering women and children. He sees 
also larger which 
chops and office buildings where money 
for the homes is Life insur- 
ance protects homes; but does it 
udequately protect in those other spots 
the business which is so alive and yet 
so exposed to the dangers of mortality? 

When a man 
the door of his home; 
the door of his office. The duplicated 
cymbol is true. There have been two 
deaths, one of the man, the other of his 
iife work. An 
tive, of both present and _ potential 
value, is shattered. Gentlemen, we do 
but half our duty when, claiming to aid 
our fellows, we fail to insure their 
husiness. 

Let me distinguish between insur- 
ance for family and business insurance. 
The one furnishes a sum which invested 
vields an income all or part of what the 
insured earned. Seldom is it more than 
part It can and should be bettered by 
business insurance. By this term I 
mean life insurance which indemnifies 
and protects a man’s occupation. This 
occupation is his other self, his twin, 
which pines or dies when rudely parted 


populous 
him 


sees 
homes 
dots are factories, 
earned. 
the 


dies, crape hangs on 


erape hangs on 


entity, vigorously ac- 
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from him. Its value depends upon two 
jacvors, the man himsclf and the or- 
ganization comprising personnel or 


machinery or both. Business insur- 
ance allows this organization to sur- 
vive him. The momentum continues, 


well laid plans mature, the family still 
eats trom trees he planted, his dreams 
und Lopes have their long, full fruition. 
The good is not interred with his 
bones. 

There are three reasons for pushing 
business insurance: 

It is good for the agent. 

It is good for the insured. 

It is good for business at large. 

First as to benefits to the agent: 

It affords vamety to one who tires of 
using old arguments and of appeal to 
centiment. Here is cold logic. It calls 
{or new study, new energy, mental ex- 
ercise, snap. It opens up new lines of 
custom. It utilizes old material in a 
novel way. It can be sold to those 
who will not listen to proposals for 
personal insurance. in particular, it 
permits of specialization. Most success- 
jul salesmen specialize and so become 
expert. The ubility to do some one 
single useful thing better than anyone 
eise leads to fortune. For all these rea- 
the business insurance is 
good for an agent's bank account and 
for nis broadening and development, 

It is. good for the insured, 

Everyone today is asked to buy in- 
surance for hic family He fre- 
juently has his attention drawn to the 
need of insurance for his business. We 
should tell him and make ourselves com- 


sons, sale of 


less 


petent to advise him. For it is a sad 
‘hing when a business which has cost 
«weat and blood, into whica one has 
cast education. character and man- 


hood, and which has thus acquired dig- 
nity and personality, crumbles to pieces 
at the builder’s death. When we in- 
‘(luce its protection we are giving serv- 
ice. We are satisfying our clients’ 
pride and ambition. And always there 
are persons to whom the continued ex- 


istence of that business means bread 
and = butter. The argument is sound 
which leads a man to provide for the 


child of his brain. In doing so, he is 
wiser than he knows. For families are 
in no way better protected than by the 
indirect insurance they receive from a 
business which has been rescued. It 
often happens that business insurance, 
paid at a critical juncture, yields per- 


centages of income far larger than or- 
cinary proceeds paid direct to widow 
ind children. 

And so I think that he who sells his 
client business insurance is a wise 


counsellor. He is more’ he helps busi- 
ness generally. For each buyer is a 
brick in the structure of commerce, and 
the world will be better built economi- 
cally when businesses are as generally 
protected by life insurance as families 
now are. 

I have thus far purposely treated the 


topic broadly, as an elementary prin- 
ciple of social economy. I have dealt 
with individual units only But for 


popular appeal, for practical success, 
we must turn to insurance for firms 
ind corporations. In a firm of two or 
three members we have that many help- 
in our argument. Few men object 
to having another insure in their favor. 
thach member insures for the firm as a 
whole and so indirectly for the others. 
The cost, as they see it, comes not out 
Gi their pockets but from the surplus 


ors 


common fund. Thus human nature 
whispers and aids our sale. 
A firm usually comprises dissimilar 


talents which bend into efficiency. One 
span produces, another sells; one sees 
the visions, the other executes; to- 
gether they succeed. Remove either, 
ynd the survivor lacks certain requis- 


ites. Insurance substitutes vt least 
something for what is lost; it may 
cause complete replacement. Look into 
the firms that fail when one member 


dies. The number is appalling. I can 
scarcely conceive of a level headed 
yaan’s assuming the hazards of a part- 
nership without insurance. Perhaps at 
death there are debts to pay which now 
are pressed. Perhaps the widow, fear- 
inb a weakening of business, or need- 


(Continued on page 4) 
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Phoenix Mutual 
Answers Tax Queries 


ASK ABOUT EXEMPTION 


AGENTS 


No Deduction from Gross Income for 
Premiums on Policy Covering Cor- 
poration Officer or Employe 
The Phoenix Mutual Life answers 
four questions relative to taxation and 
exemptions which were asked by 
agents. The questions and answers fol- 

low’ 

Q. Is there any way by which the in- 
surance premiums under a policy pay- 
able to a corporation can be dedufted 
irom the income of that corporation? 

A. The present federal revenue law is 
very clear in stating that no deduction 
shall be allowed from gross income on 
sccount of “premiums paid upon any 
‘ife insurance policy covering the life 
of an officer or empioye, or of any 
rer%on financially interested in any 
trade or business carried on by the 
taxpayer, whether the taxpayer is di- 
rectly or indirectly a beneficiary under 
such policy.” 

Q It is our understanding that in- 
surance made payable to a named bene- 
ficiary is exempt from inheritance taxes 
up to $40,000. If the insured has pol 
icies made payable to several individ- 
uals, does the !aw allow an exemption 
trom federal inheritance taxes of $40,- 
000 for each beneficiary? Or can his 
estate have only an exemption of a to- 
tal of $40,000? 

A. The exemntion of $40,000 of life 
insurance is the maximum allowed and 
applies to all beneficiaries, the law 
stating that the tax is levied ‘on the 
excess of the amount receivable by the 
executor as insurance under policies 
taken out by the decedent upon his 
own life; and to the extent of the ex- 
cess over $40,000 of the amount receiv- 
able by all other beneficiaries as_in- 
surance under policies taken out by 
tne decedent upon his own life.” 

Q. Does the federal estate tax also 
ipply to insurance made payable to a 
corporation? 

A. Referring to the quotation from 
the act given in the second paragraph 
above, you will find that the estate tax 
is levied upon policies taken out by 
the decedent upon his own life. Re- 


Jchnston Writes 
On Business Insurance 
(Continued from page 3) 
ing money, forces the purchase of her 
interest or sells to an outsider. Per- 
haps a bank which trusted two men 
jointly doubts the responsibility of one 
alone. These emergencies are guarded 
by insurance. And so cautious is cap- 
ital that the need of insurance is not 
tested by death only. The very pos- 
session of insurance—and banks scan 
this asset closely—may be constant aid 
to a firm by reason of an enlarged and 
wore stable credit. In brief, insurance 
takes the deadly gamble out of partner- 
ships, and tends to give to what is tem- 
porary the boon of perpetuation. 

The argument for firm insurance ap- 
plies equally but more subtly to cor- 
porations. I have, however, no leisure 
‘o discuss them. : 

If we wish to sell business insurance, 
we must understand joint life policies; 
not altogether so that we may sell this 
particular form, but because it is an 
excellent opening wedge. Its novelty 
attracts. But personally I do not favor 
Joint life as necessarily and always 
best. For being a single contract upon 
two or more lives, it is paid once only 
and then cancelled as to the other life 
or tives. And this is a disadvantage, 
since the business again needs insur- 
_ ance on the survivor, who may now 

have become uninsurable. The autaor- 
‘ties agree that to a join policy should 


cent regulations issued by the Internal 
Revenue Department provide’ that 
where the premiums under a_ policy 
are paid by some person or corpora 
lion other than the insured, the insur’ 
mee will not be subject to the federal 
estate tax.” 

Q. Are the proceeds of a life insur- 
unce policy payable to a partnership 
taxable as income under the federal 
income tax law? 

A. There is a decision by the treas- 
ury department to the effect that the 
proceeds of such a policy are subject 
to the federal income tax. In view of 
this decision, it would be advisable to 
make such policies payable to 
the individual partners rather than to 
the partnership, because under tle 
present federal income tax law the 
proceeds of life insurance policies pay- 
able to individuals are exempt. 


ELECT DUNKUM PRESIDENT 





Metropolitan Life Superintendent Heads 
District of Columbia Under- 
writers’ Association 


The annual meeting of the District of 
Columbia Underwriters’ Association, of 
Washington, D. C., was held on October 
9, at which time the annual reports 
were made and officers were elected for 
the ensuing vear. The election resulted 
us follows: president, G. E. Dunkum, 
superintendent Metropolitan Life’ In- 
surance Co.; vice-president, William C. 
Worthington, manager of the National 
Life of Vermont; secretary and treas- 
urer, Rowland S. Marshall, general ag- 
ent for the Missouri State Life. 

The following were elected as mem- 
bers of the executive committee: chair- 
man, FE. D. Krewson, manager of the 
New York Life; A. L. Baldwin and L 
M. Stabler, Northwestern; L. E. Albert, 
the Phoenix Mutual Life and John M. 
Cherry, general agent for the State Mu- 
tual. 

The outgoing president, Mr. Baldwin, 
made an interesting report on the pre- 
vious year’s work, and made a number 
of well-thought-out recommendations 
for the coming vear. Chairman Stabler. 
of the membership committee, reported 
that the association now has seventy- 
three paid members as against forty-five 
at the beginning of the previous year. 


he added individual policies, each say 
one half or the equal of the joint policy 
Thus: 

$10,000 joint, covering two lives; and 

$5,000 or $10,000 on each individual. 

1 am convinced that more business 
insurance would be sold if we knew 
more about joint life. But there seems 
‘o be some mystery about its rates 
which puzzles and repeis us. I wish I 
nad time to explain and simplify them. 
Cut what we most need is to learn the 
contract itself. For total disability of 
either insured, the whole premium is 
Waived. We can and should add double 
indemnity. Few companies offer these 











Issues the most liberal forms of 





BARRED  cocivcccccencecescctensceeneoces ccccccees $18,362,862.75 
DE ccncusshnavecounaes PPPTTTTT TTT TTT Tie \6,626,824.78 
Capital and Surplus ............ secviniiadnies 1,736,037.97 
Insurance in Force .........+++ pesccnseoeooes 149,170,320.00 
Payments to Policyholders ......... ous 2,376,218.7$ 
Total Payments to Policyholders since "Organization aac nktdeanenae inate 21,988,83¢ 83 


| JOHN G. WALKER, President. 
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LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 
OLDEST -LARGEST-STRONGEST, Southern Life Insurance Company 


Ordinary Policies from $1,000.00 to 


$50,000.00, and Industrial Policies from $12.50 to $1,000.00 
CONDITIONS ON DECEMBER 31, 1918 

















for yourself? 


be paid 


face of the Policy, will be paid. 
that in case 


FOURTH, that in the case of tota 


disability, but not to exceed 52 weeks, 


Twenty Year Endowment, at Age 


THIRD, 
or THREE TIMES the face of the en 


Company will pay direct to the insured at the rate , 
after which the weekly indemnity will be at 


the rate of $25 PER WEEK throughout the period of disability. Can insurance do 
MORE? And WHY should any man be 
Annual Premium, Ordinary Life, at Age 35.........essseeeeeseeeeees $128.05 
Twenty Payment Life, at Age 35.. 


Di neccarsrcenchesiekedvoersibesnens 235.10 


General Agents wanted in the following States: 
sas, Michigan, Ohio and the District of Columbia. 


UNITED LIFE AND ACCIDENT INSURANCE CO. 


Home Office, United Life Bldg., Concord, New Hampshire 


Mr. Successful Life Insurance Agent: 
Do you want to secure a General Agency 
If so, read this, it is 


WORTH KNOWING 


A $5,000 policy in the United Life and Accident Insurance Company guarantees: 
FIRST, that in case of death from any cause, $5,000, the face of the Policy will 


SECOND, that in case of death from any ACCIDENT, $10,000, or DOUBLE the 
of death from 2 aro accident, $15,000, 


will be paic 
disability as a result of accidental injury, the 
of $50 PER WEEK during such 


satisfied with a policy that would do less? 


Pennsylvania, Delaware, Kan- 
Address: 




















Southwestern Life Insurance Co. 
Home Office, DALLAS, TEXAS 











features in joint policies. Having them, 
with low rates, we Travelers men are 
the best equipped of all to sell busi- 
ness insurance. If we do not sell it, the 
fault lies in ignorance and neglect of 
opportunity, and you members of this 
convention lack neither knowledge nor 
energy. Study, therefore, gentlemen, a 
subject which grows yearly more im- 
portant. Mathematically it is not easy. 
Gut that which now seems dry as dust 
will prove alive with interest. In the 
cesert you find oases. Study, and you 
will find here that which sparkles like 
water under green palm trees. Thus 
only, learning and applying, can we do 
our duty to our company, our clients 
and our better selves. 
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Great Southern Life Insurance Company 


HOUSTON, TEXAS 


on DER Im, For Agency Contracts address 
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Medical Director’s 
Pittsburgh Address 


WELLS MADE HIT WITH AGENTS 


Insures a 
Strong Future for Nation; What 
Insurance Does 


Conservation of Health 


One of the best impressions made by 
speakers at the convention last week 
of the National Association of Life 
nderwriters was the banquet talk of 
Dr. F. C. Wells, medical director of 
the Equitable Society. It is safe to 
assume that Dr. Wells will be in 
considerable demand hereafter as an 
after-dinner talker as he has force, a 
good style of delivery and talks most 
interestingly. He has had an 
sive personal contact with many 
ers in the Union Pacific system, 
the Equitable is carrying under 
and has a good and sympatnetic 
standing of the laor situation. He 
said in part: 

“If America is going to be a strong 
and rich nation in the future, it must 
be through thrift and conserving re- 
sources. A nation is molded bv_ its 
people and the character of a people is 
transformed by the character of the 
country, climate and conditions. God 
‘urned the horn of plenty upside down 
on America and we have become the 
richest and most prosperous nation in 
the world but most profligate and ex- 
‘ravagant. When we went into the 
war the call came for men and then 
vame up the question of physical fit- 
ness and then was borne in upon us 
nationally, as never before, the need 
of sound bodies and strong men. Guns 
without strong men back of them were 
useless. A noted general predicted 
‘hat the war would last forty years, one 
year would be spent in fighting and 
thirty-nine in untangling the problems 
resulting from the war. These may be 
likened to barbed wire entanglements. 

“With the sound body there must 
also be the faculty of straight thinking. 
No man can think crooked and walk 
straight. Germany tried that for forty 
years and failed. She had forty years 
of crooked thinking and that led the 
world into hell. 

Physical Efficiency 

“Physical efficiency is the founda- 
tion on which a nation must build its 
economic, its military and its moral 
structure. A sound body and a sound 
mind in it means strength in a man 
and in a nation. In the late war we 
realized that sound bodies are essen- 
tial for the preservation of our liber- 
ties. If the man back of the gun is a 
weakling, the gun is of practically no 
use. Young men are the walls of the 
nation. They need physical training 
aud life in the open for complete vigor, 
a certain amo-wnt of exercise -in the 
open every day. As long as the young 
men of Rome lived in the open that 
city was safe, but when her youth be- 
vame weaklings she fell. The very 
best of our young men came to the 
call of the naticn. They were between 
twenty-one and thirty-one years of age 
mostly. But we found that 70 per cent 
were physically deficient, unable to 
enter military service. What an ap- 
palling fact—and not all of the arma- 
ments of Krupp or the Bethlehem Steel 
plants can keep away an enemy if our 
young men are not strong and vig- 
orous. \ 

“Seven hundred thousand deaths re- 
sulted from influenza. That disease 
had been lurking in the country for 
years, but we hadn't paid attention to 
it and it was only when it asserted its 
Iwtul scourge that we realized that 
America must get rid of it. 

Removing Cause of Poverty and 
Disease 
eae in this country, on ac- 
ag rime, $600,000,000 a year and 
we know that crime is largely the re- 


exten- 
work- 
which 
group, 
under- 


sult of disease. We spent $200,000,000 
for our feeble minded and insane and 
on account of tuberculosis we spend 
$50,000,000 more, and then, on account 
of bad housing and sanitary condi- 
tions, $500,000 additional. Now, surely 
we can afford to spend a great deal of 
money for prevention of disease and 
ic bring about such conlitions that our 
youth shall be strong and have proper 
environment and sanitary homes. Only 
a small proportion of the vast sums 
‘nat we have been spending nation- 
ally on account of disease and crime 
would be required to improve immense- 
lv the standards of health. No hos- 
pital will ever rid a community of ty- 
pnoid fever. The cause must be re- 
moved. It is wise economy, far-sighted 
vision, that takes into account the con- 
servation of the health of the young 
men and women of this country. Do- 
ing that insures a strong nation in the 
future. The most potent influence to- 
wards bringing that about is the mod- 
ern life insurance company.” 


GIRARDIN HAS ACCEPTED 





Will Take Presidency of Chicago Life 
Underwriters’ Association 
Under Conditions 


The controversy in the Chicago As- 
sociation of Life Underwriters, growing 
out of the split between rate book men 
and company officials who are members 
of the association, which had threat- 
ened to disrupt the organization, ap- 
yarently has been settled by the adop- 
tion of a harmony program. Jules 
tirardin, general agent of the Phoenix 
Mutual, who has been a prominent fig- 
ure in the National Association of Life 
‘Inderwriters, has agreed to accept the 
presidency of the association for the 
coming year, on condition that all ele- 
ments shall co-operate to build up the 
crganization. Apparently he will be 
unopposed at the annua! meeting Octo- 
ber 22. 


Mr. Girardin proposes to raise a fund 


to bring to Chicago life insurance 
speakers of note who will tell the 
agents how to become more efficient 


and how to get business. He plans to 
have a Chicago life insurance speaker, 
a non-resident life insurance man and 
a Chicago man outside of the life insur- 
ance business on every monthly pro- 
rram. 





MINIMUM RATE LEGISLATION 


The object which minimum rate leg- 
sslation can accomplish at this time is 
1o require dilatory societies to take the 
steps necessary to meet valuation re- 
quirements, ‘and by many this is con- 
sidered object enough. Looking at it 
in the light of justice such legislation 
ought to command respect because it 
would impose equal standards upon all. 
And if an idea is sound should the 
weight of influence or mass ignorance 
be permitted to defeat it? Evidently 
the National Fraternal Congress of 
America has come to the conclusion 
that a forward step is necessary. Leg- 
‘slation of the past has attempted 
either to make part of the societies 
right or bring others to sound methods 
by prescribing what they should attain, 
but this is a demand that no society 
anywhere shall continue to do things 
which will bring disaster or regret in 
the future. 


c. B. & H. M. TAYLOR AGENCY 


The C. B. & H. M. Taylor general 
sgency of the Northwestern Mutual 
Life in Wheeling, W. Va., paid in Sep- 
tember for $442,000 as compared with 
$147,900 in September, 1918. “It is also 
especially gratifying to be able to re- 
yort that the paid for business for the 
first nine months of this year amounts 
to $3,652,100 as compared with $1,683,- 
00 for the same period of last year. 
or an increase of $1,969,200, or 216.95 
per cent,” the agency says. “Our paid 
for business for the first nine months 
vf this year exceeds our paid for busi- 
ness for the entire year of 1918 by 
$940,300.” 





PURELY MUTUAL 


THE 


Northwestern Mutual Life Insurance Co. 
MILWAUKEE, WISCONSIN 
WM. D. VAN DYKE, President 


INSURANCE IN FORCE, $1,680,936,546 


SATISFIED POLICYHOLDERS each year apply for over 35% of the 
‘ new insurance issued 


POLICIES MOST FLEXIBLE AND EASY TO SELL 


Complete Agency Protection: 
Enforced Anti-Rebate and No-Brokerage Rules 


CHARTERED 1867 


Investigate GEO. E. COPELAND, 
before selecting your Supt. of Agencies 
Company : 


Milwaukee, Wis. 








PENNSYLVANIA OPPORTUNITY 
If you are interested in making a permanent connection with an old well estab- 


lished company with a progressive management and an unequalled dividend 
it will be to your interest to investigate our proposition. sesest, 


Address, PERMANENT, 
Care of The Eastern Underwriter, 105 William Street, New York City 














)} REAL SATISFACTION 


ANITA TUT Itt 





| Working with William N. Compton and the John 
| Hancock Mutual Life Insurance Company in New 
York City forms the happiest combination imagin- 
| able for the life insurance salesman. 


If you have any doubt in your mind have it dispelled ! 
| by calling ut 

| 220 BROADWAY ) 
) Phone 6030 Cortlandt 














The Columbian National Life Insurance Company 


Boston, Massachusetts 
ARTHUR E. CHILDS, President 


LIFE, ACCIDENT, and HEALTH INSURANCE 


Low Guaranteed Rates ’ 











INTERNATIONAL LIFE or s«. vouis 
SMASHED ALL RECORDS IN 1918 


Jt was the Special Combination and New T. O. Policies that did the work. 
If you are not selling them we are both losing money. 


Write us today for contract 


INTERNATIONAL LIFE, ST. LOUIS, MO. 








THE UNITED STATES LIFE INSURANCE COMPANY 


1850 IN THE CITY OF NEW YORK 14419 
ISSUES GUARANTEED CONTRACTS 


Good men, whether experienced in fe insurance or not, may make direct contracts with this 
Company, for a limited territory if desired, and secure for themselves, in addition to first year’s com 
mission, a renewal interest insuring an income for the future. Address the Company at ite Home 
Office, 277 Broadway. New York City. 

JOHN P. MUNN, M. D., President 
FINANCE { CLARENCE H. KEBSEY, Pres. Tithe Guarantee and Trat Co. 
COMMITTEE | WILLIAM H. PORTER, Banker EDWARL TOWNSI ND, Pres. importers and Traders Nat. Bank 
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LIVE HINTS FOR BUSINESS GETTERS 





Practical Suggestions to Help the Man With the Rate 














| Book Increase His Income and General Efficiency 








One of the most fertile 

Prospects fields for prospects, if 
and How to not the most fertile, is 
Get Them the one that is most fre- 

quently overlooked. To 
jilustrate: 

You secure an application from Mr. 
Slank, congratulate yourself on your 
success, make an engagement for him 
to be examined, say good bye and go 
out to interview some one who prob- 
ably never heard of Mr. Blank. 

You are robbing yourself every time 
vou do it. 

Mr. Blank has brothers, brother-in- 
law, some other relatives or close 
friends who are going to give some one 
applications for life insurance. There 
isn’t any doubt about that, and Mr. 
Blank can give you some information 
concerning these people that will be 
of great value to you. The fact that 
you have sold a policy to Mr. Blank 
will in most cases give you an advan- 
tuge over the other insurance men who 
will interview Mr. Blank’s relatives. 

Every time you write a vase you 
should be able to secure two or three 
good prospects. If a prospect thus se- 
cured lives in some other section of 
the country, send his name to the 
vgency director in your territory. It 
will be sent by him to the agency di- 
rector in charges of the territory where 
ihe prospect resides and you will ben- 
¢ fit. 

The daily paper is an index to cur- 
rent events and a fruitful prospect pro- 
ducer. 

The man who has sold property has 
money—call on him. 

The man who has bought property 
may have a mortgage on it—call on 
him. 

The father of a new baby is a pros- 
pect—call on him. 

The man who is engaged should give 
his bride a life insurance policy—call 
on him. 

The brothers and sons of Smith, who 
died yesterday, are prospects—call on 
them. 

Don’t forget the men who have poli- 
«ies in your company, they are good 
prospects—call on them. 

The man who gave you an applica- 
tion last year* may have applied for 
‘ore insurance. Did you give him a 
chance to place the business with you? 
Yon't forget him because yon wrote 
him once. Some people buy insurance 
dozens of times from one man. 

Give every man a square deal. 

Prove to every man you write that 
you have his interests at heart, not only 
when you secure his application, but 
always. 

Make “service” the dominant factor 
in your work, and you will have more 
prospects than you can see every work- 
ing day of the year.—Severin Schulte. 

. 


” + 
The United States Inter- 
Federal nal Revenue Department 


Estate Tax has recently issued a set 
Regulations of regulations with ref- 

erence to the federal es- 
tate tax. Some of these have refer- 
ence to the tax as applied to life in- 
surance policies. z 

Two kinds of insurance ure taxable: 

(a) All insur:nce nayable to the es- 
tate: 

(b) Insurance payable to individual 
beneficiaries, to the extent that 
it exceeds $40,000. 

So far as insurance payable to the 
estate of the insured is concerned, the 
vegulations provide that this will in- 
ciude not only policies payable directly 
io the executor or administrator of the 
msured but all insurance which is in 
fact receivable by the executor or ad- 
ministrator or which must be used to 
pay charges against the estate or ex- 
penses of administration. The signifi- 


cance of this is that insurance taken 
out to provide funds to meet the estate 
tax, for the inheritance taxes, or other 
iegal charges upon the estate are sub- 
ject to the provisions of the tax. It is 
immaterial how the policy is drawn 
so long as there is a legal obligation 
on the beneficiary to use the proceeds 
iu payment of the charge. 

“Tt is important to keep in mind that 
the tax on policies in excess of $40,000 
payable to a beneficiary other than the 
estate of the insured is levied only on 
policies taken out by the decedent up- 
on his own life.” says the Phoenix Mu- 
tual. “The regulations just issued pro- 
vide that the insurance is deemed to 
be taken out by the decedent in all 
cases where he pays the premiums, 
either directly or indirectly, whetlier 
or not he makes the application. On 
the other hand, where the’ premiums 
vre actually paid by some other per- 
son or corporation and not out of the 
1unds belonging to or advanced by the 
insured, even though the application is 
made by the insured, the proceeds of 
the policy wil! not We subject to the 
‘ax. The effect of this is that prac- 
tically all corporation and partnership 
‘nsurance will be free from the estate 
tax because as a general rule the pre- 
mium under such policies is paid by 
the beneficiaries. 

“The regulations provide a table for 
valuing annuities and this table, at 
most ages, will give a lower value for 
the annuity than most annuity tables 
which are now in use by life insurance 
companies. The effect of this, of 
course, will be to reduce the amount 
of the tax payable on the present value 
of any annuity which may be part of 
the estate of any deceased person. 

“The annuity table given is also to 
%e used in valuing the proceeds of a 
life insurance policy where it is pay- 
able in the form of an annuity to the 
yeneficiary. Where the policy gives the 
yption to receive a fixed sum of money 
in lien of an annuity, this sum, if ac- 
cepted, represents the value of insur- 
once for the purpose of tax. In other 
words, if the beneficiary under an in- 
etalment or continuous income ‘nolic’ 
has the right to take the commuted 
value of the instalments, the tax will 
be based on the amount of this com- 
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THE TRAVELERS 


CONNECTICUT 


WRITE THE GREATEST VOLUME OF 
GUARANTEED LOW COST LIFE INSURANCE 
AND 
CASUALTY INSURANCE 


THE OPPORTUNITY TO SUPPLY THESE LNSURANCE 
NEEDS GUARANTEES AGENTS THE BROADEST 
FIELD AND THE LARGEST INCOME. 


INDEMNITY 
COMPANY 











muted value, provided a commuted 
value is accepted. If it is not accepted, 
the annuity wil’ be valued on the basis 
«f the table included in the above reg- 
ulations. Under this ‘table the commuted 
value of ‘he instalments certain of a 
continuous income policy wou'd prob- 
ably be somewhat less than the com- 
muted value provided for in the policy. 
but on the other hand, it would also be 
mecessary to include in the value of 
the policy the vresent value of the in- 


come payable after the ‘certain’ pe 
riod.” 

In the first six months of 
The Value 1919, the Phoenix Mutual 
of Extended paid claims under twenty 
Insurance policies that were run- 


ning under extended in- 
surance. These policies, insuring 
twenty lives, amounted to $25,500 and 
n evéry case when the policyholder 
neglected to pay his premium the in- 
surance was automatically carried in 
force for the full face of the policy plus 
the dividend additions, the time vary- 
ing from one year up to seventeen 
vears. The company received $4.842 in 
premiums on these policies, and had 
paid up insurance been the automatic 
non-forfeiture provision, the beneficia- 
mies would have received $5,557, or onlv 
a little over one-fifth of the amount 
that was paid to them. 





surance. 





“The Oldest Company in America”’ 


Issued its first Policy in 1843 


Three leadership achievements of the Mutual Life:—The American 
Experience Table of Mortality, the corner-stone of modern life in- 
The “contribution plan” of surplus distribution, used al- | 
most universally by American companies. 
ment policy, the basic form of all Life Income contracts. 


“Mutual Life”’—known in every household. 
and service, notable financial strength, co-operation with agencies. 
Life Insurance at its best!—the Agent’s desire and ideal. 


For terms to producing Agents address | 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 


The Continuous Instal- 


Unexcelled policies 





























Consider, for example, the 

The electrician. He makes cer. 
Positive tain that every connection 
Statement is positive. He knows that 

power losses occur where 
loose splices are made. 

Apply that to selling, suggests the 
Reliance Life. Consider how the posi- 
tive statement, giving the impression 
of knowledge about what you are talk- 
ing, carries _power. Isn’t it true that 
explanations and qualifications are un- 
necessary in many instances? 

And, it is confidence in what you are 
selling that makes possible this con- 
vincing positiveness. 

ad * Lo 
Julian Cantrell of Nashville, 


This Man recently interviewed a man 
“Oil who had made money in oil. 
Right” The prospect agreed to a 

$5,000 application. While 


filling up the app’, Mr. Cantrell pro- 
posed an increase to $10,000, then $15,- 
000, and finally $25.000. When the pol- 
icy was issued he placed an additional 
$25,000, securing settlement therefor, 
and now intimates that he intends to 
still further increase this man’s insur: 
ance in keeping with his wealth and 
need for protection. Looks like an oil 
zusher.—Equitable Society’s “Agency 
Items.” » * Ss 

W. L. Drumgold, of the 


Worked Equitable Life Assur- 
Two Years on ance Society, has 
One Case landed a $100,000 case 


after two years of the 
most painstaking work. The premium, 
$5,480, made the effort well worth 
while. While engaged in selling this 
rolicy Mr. Drumgold triumphed over a 
zood deal of competition. Several 
times the case seemed gone, but he 
kept at it, illustrating once again that 
perseverance is one of the most valued 
qualities in the composition of a life 
insurance agent. 

* ¢ @ 
NEGLECT OF INSURANCE 


The man who does not insure his life 
is not a model citizen, because he takes 
the risk of leaving his family to be a 
charge upon the state—he refuses to 
unite with other men in 1 perfectly feas- 
‘ble method of preventing it. He is not 
a2 model husband, because he is not do- 
ing all he can to love, cherish and pro- 
‘ect the one woman who gave up her 
liberty for his sake, accepting the lot 
which comes to her as his wife. and the 
mother of his children. He is not z 
model father, because he is not doing 
nis best to make sure the support, edu 
cation and social position of his chil 
He is risking their future upon 





dren. 
his chance of living until they are 
grown; if he dies prematurely they 


will be the losers of what he might 
have secured to them by life insurance. 
—Buffalo “Times,” 
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Founded 1865 


The Provident Life and Trust 
Company of Philadelphia 


The Thrift Campaign reinforces the Provi- 
dent agent’s canvass for long endowment. 


Northwest corner Fourth and Chestnut Streets 














THE MOST VALUABLE POLICY FOR YOU 


Mr. Agent, is to write your prospect in the Company writing 
the most valuable policy for the insured. 
Secure prompt action in the 





INSURANCE COM 
OF BOSTON MASSACHUSETTS 
WILLIAM N. COMPTON, General Agent . 


Metropolitan District 
St. Paul Bldg., 220 Broadway, New York, N. Y. 
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Why I Occasionally Buy $100,000 of 


1 


Life Insurance and Will Consider More 


e By Ernest Merritt Adams, = 
General Manager, Wood, Vallance & Adams, Calgary, Canada - 


Paper read at annual meeting National Association of Life Underwriters, 
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Life insurance gave me very little 
thought until I was just about to take 
the step in life which we mostly all do, 
some sevepteen years ago in the City 
of Winnipeg. Mr. McQueen, who was a 
personal friend of mine at the time 
and is yet I might say—came into tae 
warehouse and I suppose thought he 
would strike a soft spot on account of 
my coming marriage and endeavored to 
show me why I should protect myself 
at that time. ' was carrying no insur- 
unce and, of course, feeling rather afflu- 
ent about that time we talked very 
readily on this matter. He has a habit 
cf taiking in big figures and he couldn't 
get away from $10,000. However, to 
make a long story short, he did land me 
for $5,000, and the way I was feeling 
it was not an awfully hard job. He 
didn’t have to show very much good 
salesmanship. 

Men Only Have Commercial Values 

Some two years later I was riding on 
a train west, and after breakfast I 
picked up the morning paper and read 
where a judge in the East had given a 
decision to the railway company in a 
zase where a man had lost his wife in 
au train accident, on the grounds that 
there was no commercial value to a 
woman. I started to think that over. 
If there is no commercial value to a 
woman, it must be all in the man, and 
1 asked myself “What is your commer- 
cial value?” and I decided a man’s com- 
mercial value was according to ‘his in- 
rome and what his income was produc- 
ing so long as he was capable of work- 
ing. But if that ceased, your commer- 
cial value ceases. I gave it some deep 
‘hought and [ decided, considering the 
means you had of. protecting that com- 
‘nercial value, that $5,000 did not nearly 
protect my commercial value. And so 
on reaching Calgary I again went to my 
friend, Mr. McQueen, and bought a $10,- 
000 policy, and from that time on as I 


TTT 
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‘elt I could afford to take on further 
insurance I went out and bought it. 

Men Are Thoughtless of the Future 

Now that may sound a little egotisti- 
cal, but it is rot meant in that way. 
I feel, nevertheless, as long as we are 
able to attend to our duties daily, tiat 
we do not think enough of what is be- 
fore us. We know, if we stop for a 
‘noment to consider, death must reach 
us all and yet we go along and gamble 
against that certainty. Men will go 
along well into life without a dollar's 
worth of insurance’ If you insure while 
voung when you can afford it, you spend 
only money which you do not need for 
other purposes. If you took out a 20 
pay life at 20. where vou can afford 
to give a certain amount of your in- 
come to protect yourself, when you have 
reached 40, you have a paid up policy. 
Unfortunately it is just about middle 
age that a great many men start to 
‘think of taking on life insurance. It 
‘oots a man a great deal more and he 
has lost 20 years of his life in paying 
for it and really the premiums which 
he would have had to pay have been 
chrown away on a great many other 
things. 

Life Insurance a Necessity 

I have never yet understood why it 
is necessary for a man to have to be 
solicited for life insurance and sold it 
almost under the pressure of a hammer 
We all realize, sooner or later, we must 
lepart from this earth and if we value 
ourselves at atl, then we value those 
we are leaving behind us. If we value 
cur estate we should do something 
while we are able to protect it. How 
many times have you seen an estate. 
which possibly at the time of a man’s 
demise may be worth on paper $100,000 
or $200,000 and in a year’s time you wil! 
find out that his widow is in straight- 
ened circumstances, simply because he 
died with most of his assets on paper 
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with a good deal owing against his dif- 
ferent assets. His estate got into a 
number of litigations and the result was 
there was no cash at the time of his 
death to allow his representatives to 
hold his assets until they were able to 
dispose of them to good advantage on 
account of lack of cash to carry on. We 
have seen that many times, as a matter 
of fact it has come home to me, I had 
« brother die under such circumstances 
a boy I had talked to on numerous 
occasions, and pointed out the necessity 
of hfe insurance, but not being a life 
insurance agent I possibly didn’t show 
the “stick-to-it--veness” that was neces- 
sary to land the business as some of 
you fellows would have done, but when 
it comes home to you gentlemen, you 
see the necessity of a man protecting 
himself while he is able to do so and 
protecting those that he leaves behind 
him. I feel that there is no amount of 
insurance that I can afford to pay for 
that I do not desire to carry. 
Can’t Afford It Not a Valid Argument 
Tnere is reason in all things, there 
are a great miny men going through 
‘ife today without any insurance who 
possibly cannot afford to pay for it, but 
when all is said and done, if govern- 
ment taxes included premiums for a 
eertain amount of life insurance it 
would surprise you how they would find 
themselves able to settle those taxes 
When the pressure is not brought to 
bear home, people go along in a slip- 
shod fashion, gambling against the sur 
est thing on earth, which is death. Per- 
sonally I am not gambling as hard as 
some of the others, and I will feel aw- 
fully satisfied to sting you just as hard 
as Ican. You may think you are sting- 
ing me now by making me pay out 
zood money, but my time is coming 
(laughter). A month or so ago I was 
in a town in the South, and I had an 
invitation to go through the state asyl- 
um for feeble minded in Illinois. I do 
not know whether it was apropos of 
these remarks being made, but when 
going through, one ot the inmates came 
up to me and he said, “Have you your 
life insured?” Well, thinking it wise to 
humor him because he did look strange 
lv queer, I said, “Only partially.” He 
said, “Well now, my advice to you is 
to go out and get a policy on your life 
1 did yesterday. I took a million.” 
(laughter). So I thought when the 
taeble minded felt that life insurance 
was a necessity, an intelligent man 





should at least come to that same con 
clusion. 
Life Insurance as Protection 

I can go into this matter of why I 
buy life insurance a great deal deeper, 
but I rather feel that the subject brings 
it down to too personal a situation. If 
[ came out and told you from my heart 
what I thought of a man who would not 
iake life insurance I might get arrested 
(laughter). I do not think particularly 
the insurance companies ask too much 
There is no question you all started 
small, and you got to be great big 
wealthy institutions and tuere is no 
question that the public pays for that, 
but at the same time those that die 
young get the benefit of those who live 
to a ripe old age and those who do live 
iave the enjoyment out of life and it 
kind of evens things up. I believe in 
‘fe insurance from the standpoint of 
protection solely. I know a great many 
life insurance salesmen talk life insur 
ance from the standpoint of investment. 
I never could see that. If you have the 
brain and your health you can make a 
lot more than insurance offers you as 
an investment. Now, I am not looking 
for any argument, gentlemen, I just feel 
that way about it. But from a prote« 
‘ion s‘andpoint, I think you ave 
everything to the good, and I spent fif 
(een years of my life as a salesman, 
nd during that time I have often 
brought up the discussion of life in 
surance with customers, because when 
elling a man a Dill of goods, one 
of the first things we look to is whether 
that man has his stock insured, espe 
cially if we are granting him any kind 
of credit, and it is most essential for us 
to know that his stock is fully insured 
and at the same time while it is a 
more personal question to put to a man, 
it is almost as essential for him, that 
nis iife be insured, because a man may 
make a big success of a business and 
if he dies and doesn't leave any life 
insurance and someone else goes in to 
run that business it possibly turns out 
« failure, and what you once looked 
upon as a bright account turns out to be 
a hopeless failure in the final analysis. 
li that man had carried life insurance 
le would have left enough cash to at 
ieast close out his business in a proper 
way, and get one hundred cents on 
ihe dollar for it. 

An Illuminating Incident 
I can give you an instance of that, t 








insuring public. 





What Money Could Not Buy 


The name Massachusetts Mutual is packed full of meaning to the 
It stands for perfect protection at low net cost, for 
absolute security, and for unexcelled service. 


which no. money could buy—an untarnished reputation. 
years of square dealing have gone into the making of that name. Is it 
strange that it means so much to the representatives of the Company? 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL ! 


It stands for something 
Sixty-eight 








The Agents of the | 
New England Mutual Life Insurance Company 


After another Year of Splendid Success, 











LIFE INSURANCE COMPANY Generous Service which is making Life Insurance | 
Springfield, Massachusetts ; 
ten ie A Universal Necessity | 


Face the New Responsibilities resulting from the War, 
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show you where the business man very 


often will see what he considers a pos- 


sibility in others, but he doesn’t bring 
it home to himself. I was talking to a 
very weal‘hy man, with whom I am in- 
terested in one or two deals, and his 
secretary walked into the office with an 
unportant matter to discuss, and turn- 
‘jing to his secretary he said: 

“Did so and so get that life insur- 
ance policy?” 

“Yes, he just had word it was passed 
this morning.” 

“That is first rate,” and after he 
turned to me and said, “That is a deal 
I just went intg to the extent of half a 
million. I feel it is a mighty good in- 
vestment, because the man at the helm 
is a wonderful man. He has made a 
success of everything he has turned his 
nands to in this particular line, and 
there 1s no question he is going to mak2 
a success of this. Although he is a 
young man, he might die at any time 
ond if he did die another manager might 
not do so well and so I thought for my 
own protection I would put a life insur- 
ance policy on him for the amount of 
inoney I am investing.” 

“Well,” I said, “I think that was a 
very wise precaution. It is a pretty 
good sized policy, is it not?” 

“Yes, perhaps it is and perhaps I will 
iake it off later.” 

“By the way, Bill, how much life in- 
surance do you carry yourself ” and he 
jooked at me, “Well,” he said, “I have 
only $35,000.” 

I said, “You are a fine business inan. 
You go and insure another man’s life 
for half a million when vou put up that 
money, and you are worth two or three 
million yourself and you are protected 
to the extent of only thirty-five thous- 
and dollars yourself.” e 

“Well,” he said, “I never looked at it 
‘hat way. I have all I need to leave 
to those behind me.” 

“What condition is it in, is it in cash 
or bonds or‘anything of that kind?” 

“No, my interests are mostly in the 
mercantile world.” 

I said, “Supposing you die, do you 
think some person else could step into 
“our place, and gain everything out of 
vour business that you can?” and he 
eaid no, he didn’t think probably they 
could. 

“The best thing you can do is to put 
“ little value on your ability and insure 
vourself.” : 

Now boys, that is over in the States, 
aud you are not interested (laughter), 
nevertheless, I might tell you that he 
did. I touched that man on a snot he 
tad never considered before. He had 
heen a successful man and made big 
money as he went along and he never 
considered it was necessary to protect 
that ability and I brought it to his inner 
soul and he took it to heart. 


Couldn’t Sell Insurance 

As I mentioned, I was a salesman for 
a number of years myself, and although 
T never felt I could sell life insurance, 
I would not be afraid to take a great 
many lines of goods and make my daily 
bread selling them, but life insurance is 
a business all by itself. The average 
zalesman in any phase of life must be 
1. quick reader of human nature. You 
inay go into one man’s offica and there 
you meet a certain class of man, and 
the remarks you would put up to him 
would not appeal to the next man you 
call on at all. 

Make Points Clear and Crisp 


I never made a practice of making 


any argument of mine lengthy in sell- 
ing goods, I tried to come to the point 
very quickly, in fact I hardly gave a 
man an opportunity to make an excuse. 
I might say in respect to that, I very 
seldom carry a business card for the 
simple reacon that I felt when I passed 
a card to a man, as you have all no 
doubt done at times, he takes the card 
in his hand and does not think of whom 
you are representing, but of some feas- 
ible way of turning you down, and you 
innocently stand there waiting for him 
fo figure out excuses to get rid of 
you. If you walk in and put out your 
hand and take hold of his hand and say 
IT ant so and so, representing so and so. 
and go right along with your line of 
talk, he has no chance to turn you 
down. 


Mistakes Commonly Made 


To return to the fact of me stating 
that I did not think I could sell life in- 
curance, I am too strong a believer in 
it myself and that may be drawing a 
hard line, too, because I am talking to 
a lot of men who are selling life insur- 
ance and I might give you the impres- 
sion that some of you are not inter- 
ested in your work, but as I have heard 
a lot, of insurance men talk to me, I 
think you spend too much time -elab- 
orating on the company you represent, 
on the size and ability of your house or 
of your institution. Really the man you 
are trying to insure is not interested in 
that. We all know there is a certain 
amount of assurance in insurance com- 
panies. You have to have, you are gov- 
erned by certain rules from the govern- 
ment in order to be where you are, and 
the average man is not interested in 
knowing how much larger one company 
is than another and after it is all said 
and done, one company has very little 
more to offer than anotier company. I 
apologize, if I am wrong in this, but I 
have never been able to see it. You 
are all about on a par. If you take in- 
surance, the average company in Can- 
ada, at least, is able to pay it and I 
‘think if you would spend more time in 
sizing up your man trying to touch his 
vital cord, you would have greater suc- 
cess. 

I have listened, as I say, to a number 
of insurance men, who have called on 
me, and as a rule they have dwelt a 
little too long on subjects which were 
not what they really came in to talk 
ebou*. A man came in to pay me a 
friendly call and while he was there he 
talked life insurance to me. I had not 
seen him for two or three years, and 
the first thing he did when he sat down, 
ve looked at me and he said, “By jove, 
you are taking on weight, you look a 
little stouter than you did, you are not 
as active as you were,” and that touched 
my pride a little bit, because as a mat- 
‘er of fact I have just taken off about 
50 odd pounds and I thought I was look- 
ing rather alive, and so I told him “We 
have a sporting goods department out 
behind here and we have a fairly roomy 
basement downstairs. We carry box- 
ing gloves, and if you care to come out 
there I will take you down stairs and 
show you how active I am.” 

He said, “I didn’t come in to talk 
boxing.” 

Then I said, “Stick to the topic you 
came in to talk.” It was all friendly, 
you know. 


Points on Salesmanship 
My address does not take in sales- 


manship, but I want to tell you why I 
do not feel I can sell life insurance. -I 
would drive right to the point the same 
us though I was selling a man a bill of 
bardware and with life insurance, being 
such a firm believer in it myself, if that 
man put up excuses, which no man has 
any except his purse—if he can finance 
t, then he has not an argument to put 
up against you. He may have a hun- 
dred arguments that he can think of 
but a good insurance salesman can down 
these one by one just as fast as they 
come up. Now if a man in the face of 
that started to reach out for a feather 
like a drownine man, I would lose my 
temper. Life insurance to me is a vital 
part of a man’s life and if he cannot 
see that those that are near and dear 
to him in life should be protected, not 
only during his life, but after he is gone 
as well, why I would start to get an- 
noyed and that, gentlemen, is a bad 
volicy. You cannot sell anything, you 
know, if you lose your temper. I would 
consider the man had not sufficient 
brains to listen to a real intelligent ar- 
gument, and so, I am afraid, I would not 
inake much headway at selling life in- 
surance. But I am an awful booster 
Yor it. 

Every Married Man Should Be Insured 


When a man gets merried, he prob- 
ably takes a girl from a good home, 
much better probably than he is able 
to provide for her at the start, and that 
man should think enough of that girl, 
~yhen he thinks enough. of her to marry 
her and live with her while they are 
living, to protect her if he happens to 
die, and not force her probably to go 
out and earn her own living after his 
death—something she was never used 
to before—and at the same time prob- 
ably force her to provide for one or two 
children. If the contract of marriage 
had “love” eliminated from it for about 
a week before the fatal day, and the 
girl had power to stand up before the 
‘nan and say, “What have you to offer 
me?” the result would be, they would 
tell you pretty quick to put on life in- 
curance before they would marry you, 
because you are all right living, but you 
are cold dead. 

I am not going to say anything about 
the latter part of my subject, because 
you can tell from my subject now, 
ventlemen, that I am always open to 
take life insurance when I can afford it. 
I am not always open to buy, but I am 
always open to talk it and you know 
when a man comes in and starts to talk 
on a certain line that you are interested 
in, it is always good to sit back and 
‘isten to that man. Sometimes you can 
learn something and sometimes you can 
be of some assistance to him, and I do 
rot object at any time to give any man, 
regardless of what he has to sell or talk 
aboul an audience in my office, so you 
ure all welcome at any time to call upon 
me. If you want to come and talk to 
me, come on. 





NORTHWESTERN’S PRODUCTION 

The Northwestern Mutual issued in 
September $23,459,640, as compared with 
$10,251,020 for September, 1918, or an 
merease of $13,208,620. For the first 
nine months the company issued $231,- 
993,230 as compared with $112,517,380 
in 1918, or an increase in business is+ 
sued during the first nine months of 
this year of $119,475,850. 


EXCESS INTEREST 





Equitable’s Additional Bonus on Income 
Contracts in 1919 Amounts 
to 1.3 Per Cent 

A large number of policies which ma- 
ture each year through the death of 
the insured or otherwise are, by their 
terms, payable in the form of an income 
—sometimes for a limited number of 
years, but more often for life. The fund 
which creates the income is credited 
with 3 per cent interest, and this inter- 
est is embodied in the instalments. The 
‘quitable’s annual earnings, however, 
have 2lways been in excess of 3 per 
cent, and it is the custom of the Society 
to augment the payments due under 
such contracts by apportioning what is 
known as an Excess Bonus, or Dividend. 
This additional bcnus for the year 1919 
amounts to 1.3 per cent making a total 
of 4.3 per cent allowed as interest. 

During 1918 the Excess Interest Pay- 
ments by the Equitable totalled $38,- 
686.08. During the first six months of 
1919 a total of $24,150.13 was appor- 
tioned by the Equitable as Excess In- 
terest on Life Income, Instalment and 
other contracts. In some instances the 
Excess in itself approximated $1,000. In 
other instances it amounted to $10 or 
less. A few of the largest payments for 
this year under limited policies are 
shown below: 


Policy Annual Execss 
Number Instalment Interest 
989,439 $3,999.96 . $653.19 
701,286 2,000. 637.40 
1390,863 2,000. 657. 
1400,942 2,000. 657. 
944 2,000. 657. 
1165,105 
833 4,000. 997.60 





DROPS INTERMEDIATE 
The American National of Galveston, 
Tex., on October 1 discontinued the 
issuing of intermediate policies. 





GO BACK TO WORK 
The printers who held up one of the 
New York Life Bulletins by strike have 
returned to work. 
NEW SALES BOOK 
The Massachusetts Mutual Life has 
issued a new sales book for agents. 


WILLIAM B. KLINE RESIGNS 

William B. Kline, special agent for 
the Northern Assurance in Maine, Ver- 
mont and New Hampshire, has resigned 
to go with the Scottish Union & Na- 
tional. 











| CAPABLE MEN 


Can Always Be 


WELL PLACED 


Much desirable territory is ready for 
Agents who can deliver policies in satis- 
factory volume. Inquiries about localities 





will have careful attention. 


Union Mutual Life 


Insurance Company 
PORTLAND, MAINE 


Address: 
ALBERT E. AWDE, Supt. of Agencies. 




















ests of all members. 





A PENN MUTUAL PREMIUM, less a PENN MUTUAL DIVIDEND, 
purchasing a PENN MUTUAL POLICY, containing PENN MUTUAL 
VALUES, make an INSURANCE PROPOSITION which in the sum of 
ALL ITS BENEFITS, is unsurpassed for net low cost and care of inter- 


THE PENN MUTUAL 


Life Insurance Company 
OF PHILADELPHIA 


On January 1, 1909, rates were reduced and values increased to full 
8% reserve 








Security Mutual Life Insurance Company 
Binghamton, N. Y. 


Offers to men able to produce business first class territory, 
with direct contract providing liberal compensation. 


For particulars, address 


_C. H. JACKSON, Supt. of Agencies 
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Investing Assets 
of a Great Company 


HOW EQUITABLE DOES IT 





One Dissenting Vote in Finance Com- 
mittee Kills Any Proposed 
Investment By Society 





A. R. Horr, vice-president of the 
Equitable Life Assurance Society, is 
also the treasurer. Upon him, more 
than any other man rests the responsi- 
bility of making the proper investments. 
His explanation of how the Society 
makes these investments (given to ag- 
ents of the Society on October 6th) will 
be of interest to insurance men. 

“An Equitable policy is primarily 2 
contract whereby the Society obligates 
itself to pay a sum of money upon the 
fulfillment of certain conditions,” he 
says. “It is the business of the Equit- 
able’s agents to sell these contracts. It 
is the duty of the actuarial department! 
to estimate the Society’s liability there- 
under and to set up adequate reserves 
against that liability. Then it devolves 
upon the financial department to invest 
these reserves so that the Society will 
beyond peradventure fulfill its contracts. 
The earning of dividends, or refunds, is 
of secondary importance. The vital con- 
cern of the policyholder is to know that 
the Equitable will meet its obligations 
under his policy. This thought must 
ever be in the minds of those who 
handle the Society’s investments, if they 
are to discharge their trust faithfully. 

“It is an axiom of the banking and 
investment profession that safety of 
principal varies inversely with the rate 
of interest. If a low return is deemed 
adequate, investments can always be 
procured in which the element of risk 
is almost non-existentL But a vast 
amount of money is invested on the 
promise of high interest rates or divi- 
dends. Generally speaking, the security 
behind investments of this class cannot 
be compared with that of low yield 
bonds. So those who are called upon 
to invest the Equitable’s funds are be- 
tween two fires. One is the tendency 
to be unduly exacting as to security at 
the expense of income; the other is the 
desire to increase the average return 
on the Society’s investments. In view 
of these opposing factors, it is often 
difficult to reach a conclusion on a 
specific investment or loan. Competi- 
tion emphasizes the apparent advan- 
tages of higher yield, and often it takes 
no little moral courage and determina- 
tion to decline offerings that are espec- 
ially attractive from the standpoint of 
income. 

Few Offerings Are Purchased 

“Only a small proportion of the in- 
vestments offered to the Society meet 
the requirements both of adequate yield 
and safety. Under normal conditions 
probably only one or two per cent of the 
investments offered are purchased. Cer- 
tainly the Equitable could not be ac- 
cused of neglecting security in favor of 
higher yield. The human mind is not 
infallible, of course, but the members 
of the finance committee doubtless feel 
that if they are yielding unduly to 
either of these conflicting forces, they 
had better err on the side of too great 
conservatism. 

“The methods of procedure in the in- 
vestment of ‘the Society’s funds are 
about as follows: Suggested loans or 
Imvestments are first critically ex- 
amined in the comptroller’s or treas- 
urer’s department, according to the class 
of security offered. They are then pre- 
Sented to the finance committee, which 
a weekly. The committee consists 
Rel rg wid fo directors 
te Gone ath e Society. Two 
6 te. 2 presidents, the comptroller 
“ © secretary of the committee, 
sll can ti in its deliberations. 
> abs present at these meetings is 

ncouraged to express his convictions 


with the utmost frankness. One dis- 
senting vote kills any proposed invest- 
ment. 

“In making investments absolute 
open house is maintained. The source 
from which an offering comes receives 
slight consideration beyond the natural 
desire to avoid dealing with those who 
are irresponsible. The committee, how- 
ever, seeks, so far as may be found 
practicable, to distribute the Society's 
investments in those localities from 
which its business is derived. 

A Common Fault 

“Perhaps the most common fault 
among the executives of banks, insur- 
ance companies and other financial in- 
stitutions is the tendency to neglect to 
watch investments after they are once 
made. As long as interest is paid 
promptly on a bond or a loan, it is not 
unnatural to assume that the security is 
unimpaired. Obviously such a conclu- 
sion may be fallacious. Therefore a 
high test of the efficiency of manage- 
ment of such a corporation is found in 
its methods of keeping in touch with its 
own investments. There are no estab- 
lished standards to be followed. The 
available means of procuring informa- 
tion are not wholly adequate or reliable. 
Constant vigilance and hard work are 
necessary and will show results. It is 
probably no exaggeration to say that in 
the best managed insurance companies 
and savings banks, ten hours are de 
voted to studying the investments al- 
ready on the books, as compared with 
one or two hours spent in the study of 
new offerings. 

“It would be quite beyond the scope 
of this brief article to attempt to de- 
scribe the methods that are followed by 
the Equitable’s financial officers to keep 
in touch with the security behind the 
vast volume of its investments. Re- 
appraisal of real estate loans from time 
to time, following up fire insurance and 
payment of taxes, the study of railroad 
earnings and statements, procuring and 
comparing financial statements of cities, 
municipalities and counties, securing 
data as to railroad maintenance, receiv- 
ing reports from specialists or opinions 
from the Society’s own directors as to 
certain securities, following the current 
news and comments in financial publi- 
cations; these are some of the means 
adopted to this end. 

Safe Custody 

“It goes without saying that nothing 
could be more important to the policy- 
holders than the safe custody of the 
Equitable’s assets. In this respect, we 
have one advantage over other financial 
institutions. Our securities are lodged 
in the vault which actually passed 
through the great Equitable fire of 1912. 
We know it is fire-proof. The vault, as 
it is now installed, is stronger and 
better protected against fire and burg- 
lary than it was in the old Equitable 
building. Under the Society’s regula- 
tions, members of-each of three groups 
of officers and employes must co-operate 
to gain access to the stocks and bonds. 
These securities are protected by five 
steel doors fastened by nine separate 
combination locks and three time-locks. 
In addition, Haskins & Sells, the ac- 
countants who audit the Equitable’s 
transactions under an annual contract, 
send a representative to witness every 
removal of securities from the vault. 

“The mass of the Equitable’s invest- 
ments, amounting to approximately 
$600.000,000, is so vast that the human 
mind can scarcely grasp the meaning of 
the figures. But this total constitutes 
an important element of strength. A 
loss large in dollars, which would be a 
staggering blow to many financial insti- 
tutions, might represent so small a pro- 
portion of the Equitable’s assets as to 
be negligible in its effect upon the in- 
dividual policyholder; which is simply 
another way of saying that the distribu- 
tion of liabilities, which the medical and 
actuarial departments insist upon and 
are able to get so satisfactorily by rea- 
son of the size of the Equitable and the 
nation wide character of its business, 
extends likewise to the asset side of 
the ledger.” 


FOR BETTER FRATERNAL PAPERS 


How fraternal journals may be im- 
proved to render better service was the 
principal topic of discussion at the 
annual meeting of the press section of 
the National Fraternal Congress of 
America, held at the Hotel Statler, De- 
iroit. President Daniel M. Frye pre- 
sided, and among those who spoke were 
D. P. Markey, Supreme Commander of 
The Maccabees; E. N. Haag, editor of 
the Fraternal Mystic Cirele; Gilbert 
Howell, editor of the Chariot; and Mary 
M. Baird, of the Woman’s Benefit Asso- 
ciation of The Maccabees. 

Mrs. Elizabeth Mehan, of the Women’s 
Catholic Order of Foresters, was elect- 
ed president for the coming year. 


Printers’ strikes have held up some 
of the life insurance company bulle- 
tins. 








Its Salesmen is the 


Fixed Policy 


OF THE 


Bankers Life 
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DES MOINES 





GEO. KUHNS 


President 








HOME LIFE. 


INSURANCE CO. 
(Purely Mutual) 
256 BROADWAY, NEW YORK 


| WILLIAM A. MARSHALL 
President 








The # Annual Report of the 
Home Life Insurance Company 
shows over Four Million Dollars 
paid to policyholders in 19 of 
which over Seven Hundred ou- 
sand was in dividends, e¢ in- 
fluenza pneumonia epidemic caused 
an abnormal mortality greater than 
any experienced in the Company's 
history, but notwithstanding this 
the assets show an increase of 
more than 4% and ure now over 
Thirty-Six Million Dollars 


The total insurance in force was 
increased Ee ear 8.6% and 
is now near ne Hundred d 
Fifty-Nine Million Dollars. wi 





For Agency apply to 
GEORGE W. MURRAY, 
| Supt. of Agents. 
| 256 Broadway, New York, N. Y. 




















Build Your Own Business 


under our direct general agency contract 


Our Policies provide for : 
Double Indemnity, 
Disability Benefits, 
Reducing Premiums 

See the new low Rates 

JOHN F. ROCHE, Vice-Pres’t 


THE MANHATTAN LIFE 
INSURANCE COMPANY 


66 BROADWAY NEW YORK 
Organized 1850 








THE BERKSHIRE LIFE INSURANCE CO. 


OF PITTSFIELD, MASS. 
Incorporated 1851 
W. D. WYMAN, President 
A purely mutual Company, issuing all desirable forms of life insurance. 
ATTRACTIVE LITERATURE 


Ambitious, Productive and Trustworthy Life Agents may be benefitted 
by corresponding with 
W. S. WELD, Superintendent of Agencies 








IN THE CENTER OF THE U. S. A. 




















is located ¢ 


1 big, vigorous, and growing 
institution of Life Insurance. 


Our geographical location enables us to 
render exceptional service to our policy- 
holders and field force. 

Over $200,000,000 of insurance in force. 


Investigate for yourself. 
Missouri State Life Insurance Company 
M. E. SINGLETON, President 


St. Louis, Missouri 
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‘ished every Friday b; The Eastern 
Ux lerwriter Company, a New York cor- 
poration, office and place of business 


105 William Street, New York City. 


Clarence Axman, President and Editor; 
W. L. Hadley, Secretary and Business 
Manager; W. E. Schram, — Associate 
Editor. The address of the officers 1s 
the office of this newspaper. Telephone 
2407 John. 

Subscription Price $3.00 a year. Single 


copies, 25 cents. 

Entered as second-class matter April 
5, 1907, at the Post Office of New York, 
N. Y., under the act of Congress of 


March 3, 1879. 
LOCAL AGENTS’ MEETING 
SPECIAL SERVICE EDITION 

The annual SHRVICK EDITION of 
The Eastern Underwriter covering the 
National Insurance 
Ageats meeting which is being held in 


Association of 


Louisville this week, will be published 
“us usual. 


DELUSIONS AND COMMON-SENSE 

We are living in a babel of tongues 
and a confusion of counsels. An ap- 
rehensive spirit is rife. Gigantic 
problems lower on the horizon and 
menace our political safety—labor 
unionism, radical socialism, state own- 
ership, industrial terrorism, and so on. 
We are in danger of being submerged 
in a bog of doctrinaire theory—if 
nothing worse! - 

What is the insurance agent to do in 
this storm of delusions? The answer 
is not, Mind his own business; but 
rather, Exemplify in his personal life, 
as a public duty—and thereby éxert in 
his community—a _ steadying, conserv- 
ing, resolute force that the crazy mob 
spirit may be crushed and sanity once 
more enthroned over the land. Every 
man can make his contribution! - 

We have not passed, and never shall 
pass, beyond the stage of individual 
responsibility. The only way to preach 
a social doctrine effectively is to live 
it yourself; the way to propagate a 
theory is to show a working-model of 
it in your own life. Class prejudice and 
social unrest and labor programs can’t 
be dealt with by stirring up stronger 
prejudices and preaching retaliatory 
programs. If we look out for the in- 
dividual, the societies and unions and 
groups will look out for themselves. 

Pretentious methods and dreams of 
communistice utopias only bedazzle the 
eye. If we want genuineness and sin- 
cerity, we must all adopt the simple, 
sensible methods of virtuous daily liv- 
ing. The way to help our distracted 
world is as plain as A-B-C: we must 
live our lives nobly, do our work well 
and honestly, treat every man fairly 
and decently, whether he be high or 
lew, rich or poor—insurable or unin- 
surable! Whenever that way becomes 
universal, wars will end and strikes 


When we learn to 
love our neighbor as ourself, (remem- 
ber this “we” is a general term—it 
includes even capitalists and laborers) 
then every social problem will be solved 
automatically, and jealousy and _ sus- 
p-cion will sive place to mutual respect 
and trust and public order. 

The future of our country and its 
basic industries, of which insurance is 
one of the most important, rests on the 
unflinching loyalty and common- 
sense of her individual citizens. It is 
timé now for sound thought and action 
and true-blue American courage, vigi- 
lance and optimism. Let us go about 
our daily tasks secure in the knowledge 
that the red-blood of true American 
citizenship will conquer the forces that 
seek to tear down the splendid struc- 
ture of our national life, by showing 
a better way; and that this wonderful 
reconstruction era is a clarion call to 
those who love the country to prove by 
their individual lives their rigiit to be 
enrolled among the very guardians of 
her safety. 


will vanish away. 





FARMERS ARE LUCKY 

Quaint and inscrutable are the ways 
of taxation. The Federal Land Bank, 
to cite one instance, is the agent or 
middleman who stands between the in- 
vestor and the borrower and negoti- 
ates the loans. The Federal Land 
Bank approaches the wealthy investor 
with the statement that $1,000 invested 
in Federal 5 per cent. land bank bonds 
will be exempt from local taxation and 
Federal income tax, the income tax 
alone amounting to $38.50. In discus- 
sing this, E. D. Chassell, secretary of 
the Farm Mortgage Bankers’ Associa- 
tion, said in Chicago: “The sale of 
this bond results in defrauding the 
national treasury of $38.50 per year in 
order to benefit the farmer $5. In 
cases of this kind the national treas- 
ury would gain $33.50 if Congress 
would pass a law to pay the farmer 
an annual pension of $5 for each thous- 
and dollars borrowed, and repeal the 
tax exemption.” 





ADVERTISE FOR $15,000 MAN 


Laurie & Co., an employment agency 
in London, inserts in insurance news- 
papers in England an advertisement for 
a general manager of an insurance com- 
pany in India, who must be “thoroughly 
conversant with all details of insurance 
work and capable of organizing new 
concern.” <A $15,000 salary is offered 
the right man. 

NEW DUTCH COMPANY 

The London & Java Assurance Agen- 
cies, Inc., has been registered in accord- 
ance with the Dutch law. The principal 
offices will be in Soerabaia, and Dutch 
East India business will be specialized. 


STRIKE-RIOT RULES CHANGED 

The Explosion Conference has agreed 
fo do away with treble riot and strike 
rates except on individual risks where 
« strike is on and has made several 
other changes in rating and practice. 


WAYNE COUNTY ORGANIZED 

At a meeting of local fire agents of 
Wayne County, New York, held at 
Lyons, a county organization was 
formed, and Luther S. Lake, of Lyons, 
was elected chairman of a committee 
to adjust complaints with the Under- 
writers’ Association of New York. The 
agents declared themselves opposed to 
the making of health insurance com- 
pulsory by legislative action. 


| THE HUMAN SIDE OF INSURANCE 














CLARENCE W. HOBBS, JR. 


Clarence W. Hobbs, Jr., the new Mas- 
sachusetts Insurance Commissioner, at- 
tended his first commissioners’ conven- 
tion in Hartford recently. Mr. Hobbs 
was born in Deering, Me., in 1878; was 
educated in public schools at Lynn, 
Worcester Classical High School, Har- 
vard, class of ’02, from which he was 
graduated with the degree of A.B., 
Magna Cum Laude, and Harvard Law 
School, class of '04; and has been a 
practicing attorney in Worcester since 
then. He served in the Worcester City 
Council in the year 1909; was elected to 
the Massachusetts House of Represen- 
tatives for the years 1910, 1911 and 1912. 
and to the Massachusetts Senate for the 
years 1913-1919 inclusive. He has served 
in the Massachusetts Senate as chair- 
man of the committees on judiciary, 
railroads and administration and com- 
missions, which committee during the 
last year completed the important work 
of re-organizing the executive and ad- 
ministrative functions of the State. 

* * * 

J. R. Buckton, who has _ joined 
Mackey, Mackall & Co., New York, to 
handle liability and compensation 
lines, was formerly with the United 
States Housing Corporation. 


GENERAL AGENT IN ST. LOUIS 

Earl C. Thompson has been appointed 
veneral agent for the Globe Indemnity 
in St. Louis. 


MAJOR CARPOLL B. CARR DEAD 

Major Carrol! B. Carr, secretary of 
the American Central Life, Indianapo- 
lis, has died of pneumonia. He was 
horn in 1865 at Wooster. Ohio. He was 
much beloved by his friends in the life 
insurance business where he had a wide 
acquaintance. He scrved in the Span- 
ish War, and organized ‘he Indiana Na- 
tional Guard. Mr. Carr was also actu- 
ary of his company. 


CASE TO BE APPEALED 

A verdict of $6,400 was awarded the 
National Liberty in its suit against the 
Globe & Rutgers for payment on a re- 
insurance policy. The policy covered 
a loss on automobiles in Pocatello, Ida- 
ho, and covered manufacturers’ stock. 
in defense the plaintiff claimed that the 
intention of the policy was to cover 
passenger cars, and not “fleets” of au- 
tomcubiles. William Otis Badger. Jr., 
counsel for the Globe & Rutgers, advises 
The Eastern Underwriter that the case 
will be appealed. 





HELD UP BY STRIKERS 


The American Agency Bulletin an- 
nounces that it will not be able to is- 
sue its edition of October 10, owing to 
strikes. 





WILL HAVE AMERICAN NATIONAL 

Charles E. Wickham, New York, has 
obtained the New York representation 
of the American National, Columbus, 
Ohio. which was formerly in the office 
of King, Alley & Lawreuce. 


} 


W. E. Dow, the new general agent of 
the Massachusetts Mutual Life in 
Wilkes-Barre, Pa., has been an insur- 
ance man for twenty years. At seven- 
teen he was a stenographer in the office 
of the Phoenix Mutual at Montgom- 
ery, Ala. He became cashier and then 
superintendent of agencies for Ala- 
bama; and, later, manager of that Com- 
pany’s general agency in Nashville, a 
position which he resigned to become 
supervisor of agents of a Pennsylvania 
company. Later, he became an. agent 
of the Massachusetts Mutual in the 
Keystone State. 

* * 


Raymond B. Alberson, general attor- 
ney of the Minneapolis & St. Louis Rail- 
road in Minneapolis, and formerly a 
prominent member of the bar, has been 
elected assistant general counsel of the 
Bankers Life, of lowa. As a Des Moines 
attorney Mr. Alberson was originally as- 
sistant to W. H. Bremner during the 
Jatter’s term as city soliciter. Later, 
Mr. Alberson was a member of Bowen 
& Alberson, and then of Henry. Alber- 
son & Henry. The counsel of the Bank- 
ers of Jowa is Judge W. S. Ayres. 

+ ae 7 


William Breiby, who has been made 
« partner by David Parks and Ed- 
vard B. Fackler, well known consult- 
‘ng actuaries, is a resident of West- 
wood, N. J., and has been connected 
with the Fackler office since 1902, be- 
rinning as a student clerk. For sev- 
‘ral years he has been office manager 
of Fackler & Fackler. In June, 1917, 
he became a fellow of the Actuarial 
Society of America. 

* * * 


N. S. Bartow, vice-president of the 
Queen, sailed for Europe on the “Car- 
ynania” last week with his family. Mr. 
Gartow plans to visit England, Scot- 
iand and Ireland and may make a tour 
of the battlefields of Northern France. 


AUTOMOBILE’S FIELD CHANGES 

A. J. Towne, special agent of the Au- 
tomobile, of Hartford, who was formerly 
in charge of the company’s lines. for the 
eastern Pennsylvania and New Jersey 
territory, is now in charge of the state 
of New Jersey with his headquarters in 
Newark. Mr. Towne’s transfer to New- 
ark follows a division of the territory 
made necessary by a large increase in 
the volume of business. The eastern 
Pennsylvania territory will now be in 
vharge of Herbert W. Masters, special 
agent, who wil! have his headquarters 
at the branch office of the Affiliated 
Aetna Companies, in Walnut Street. 
Philadelphia. William F. Long has been 
appointed special agent for the Fire & 
Marine Underwriters, his territory to 
embrace the state of, Peinsylvania with 
the exception of Allegheny County and 
the suburban Philadelphia territory. 
Mr. Long’s headquarters for the pres- 
ent will be with Eyler & Henry, of 
Pittsburgh, branch office managers for 
the Affiliated Aetna Companies. 





HEIDE AND WHELPLEY ON TRIP 

M. L. Heide, vice-president of the Im- 
porters and Exporters, and A. Whel- 
pley, secretary of the automobile de- 
partment of that company, left October 
13 for a trip of «about two months 
through the middle and western states 
and the Pacific coast, for the purpose of 
closing certain contracts and establis%- 
ing new agencies. 





ELECTED VICE-PRESIDENTS 
T. W. Rucker, Jr., agency superinten- 
dent of the Royal Indemnity, and E. D. 
Livingston, bonding department super: 
intendent, have been elected vice-presl 
cents. 





The City Insurance Club may change 
its name to Citv Fire & Casualty (lub 
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| FIRE INSURANCE DEPARTMENT | | 


Fireman’s Fund 
to Double Capital 


COMPANY’S WONDERFUL RECORD 








Now One of Strongest Institutions in 
Country; History Following 
San Francisco Fire 





The Fireman’s Fund, San Francisco. 
has called a meeting tor December 10 
t¢ vote on increasing the capital to 
$3,000,000, the additional stock to be 
sold to stockholders at $150. This would 
sive the company at the close of this 
vear $2.000.000. surplus $6,000,000 and 
assets about $22,000,000. 

At the beginning of this year the com- 
yany had $1.509000, surplus $4,000,000 
and assets $18,000.000. 'The new financ- 
ing will place it in the first rank of in- 
surance companies following its long 
and honorable career in the business. 
It is one of the most thoroughly tested 
institutions in the country. In 1906 it 
iad assets of $6,454,160, $1,000,000 capi- 
‘al and $2,000,000 survlus. In the San 
Francisco fire it lost $11,000,000. nearly 
four times its capital and surplus. 

It organized the Fireman’s Fund In- 
surance Corporation, with $1,000,000 
capital and $1,000,000 surplus, which 
the agents of the company put up. 
yater they got their money back wit. 
interest. This corvoration reinsured 
the outstanding business of the “com- 
pany,” and after the “company” had 
yee) rehabilitated it reinsured back the 
husiness of the “corporation.” which 
was then wound up. Fireman's Fund 
stockholders paid in over $2,000.000. 
Loss claimants acce,ted in lieu of full 
cash settlement $565 in cash on each 
$1,000 of their claims and one share of 
stock arbitrarily valued at $435. Divi- 
dends on this stock and rise in its value 
have more than paid loss claimants in 
full. Sinee the fire the company’s busi- 
ness has grown rapidly, the premium in- 
come for 1918 being in excess of $13,- 
00,900, of which about one-half was 
‘narine business. In addition to build- 
ing up the parent company, the direc- 
tors have also put back in the field the 
affliated Home Fire & Marine Insur- 
ance Company. with $500,000 and $1,- 
000,000 originally paid in. This com- 
of business since 


nany had been out 
1906. 

JOINS NORTH BRITISH 
Thomas Flaherty, of Waterbury, 


Conn., has been added to the staff of 
the North British & Mercantile. Mr. 
Flaherty has been with Nuhn & Nuhn, 
of Waterbury, for the past four years, 
and will be in the central department 
of the North British. 

The team of the Phoenix of London 
again suffered defeat at the hands of 
the Ruttledge A. C. of Ampere, N. J. 


Frank Lock’s Trip 
Was Personal One 


DIDN’T LOOK INTO INSURANCE 





Discusses Conservatism of British 
Public; New Companies There 
Must Make Their Own Way 





Frank Lock, New York manager of the 
Atlas, who returned recently from Eng- 


land on the same ship with Viscount 
Grey, the new British Ambassador, 
found few discomforts’ in Mngland, 


which he regarded as surprising in 
view of the widespread suffering under- 
gone by the people during the Great 
War. There is still a shortage of butter 
and sugar, but visitors are not apt to 
notice this because hosts have a habit 
of depriving themselves of food luxuries 
in order that their guests may be 
served. This is done without ostenta- 
tion and in a manner which an unob- 


serving guest might not notice. While 
in England the labor situation was 
serious, but this has been adjusted 


since Mr. Lock’s return. 

Asked by The Eastern Underwriter 
if he had any comment to make with 
reference to chances of American com- 
panies doing a_ successful business 
abroad Mr. Lock said: 

“My trip was a personal one, offering 
little opportunity to study insurance de- 
velopments. However, there has been 
no fundamental change in the tendency 
towards conservatism of the British 
people, who place their insurance in 
companies patronized by their fathers 
and their grandfathers before them. 
Any company may enter Great Britain 
without such admittance carrying with 
it state supervision, as known in this 
country, but the company must make 
its own way, winning confidence and 
favor of the insuring public as time 
goes on. This cannot be accomplished 
overnight. So far as re-insurance is 
concerned, of course, that’s another 
matter.” 





HERMAN MADE SPECIAL 


Arthur F. Herman has been appointed 
special agent for the Home and the 
Franklin, to cover West Virginia. He 
will also be special agent for the Frank- 
lin in Maryland. Mr. Herman has suc- 
ceeded John L. Mosher, who is going 
with the Hartford as State Agent for 
the same territory. Mr. Herman started 
in the insurance business with the 
Home, and has been there for five years. 


J. J. HARTNETT CHOSEN 
J. J. Hartnett. Eastern manager for 
George R. Hess & Co., New York, has 
been appointed general agent for the 
Excelsior Fire in outside territory. 














NIAGARA 


Fire Insurance Company 
ESTABLISHED 1850 
123 William Street, NEW YORK 








7 THE AUTOMOBILE 
INSURANCE COMPANY 
OF HARTFORD, CONN. 

eee <a 


$2,000,000.00 


ASSETS 


$9,216,200.73 


LIABILITIES, EXCEPT CAPITAL 


$5.38 2,334.00 


SURPLUS TO POLIC YHOLDERS 


$3,833,866.73 


i LINES WRITTEN 


FIRE MARINE WAR RISK 

TORNADO WIND STORM MAIL PACKAGE 
RENTS LIGHTNING TOURIST BAGGAGE 
PROFITS EXPLOSION SPRINKLER LEAKAGE 
HULLS COMMISSIONS USE AND OCCUPANCY 
CARGOES AUTOMOBILES INLAND MARINE 
FLOATERS LEASEHOLD 


INLAND TRANSPORTATION 
REGISTERED MAIL ’ 


Affiliated with . 
AETNA LIFE INSURANCE CO. 
AETNA CASUALTY & SURETY CO. 





























i Sines Wieden tiaie aevemee dc on tte a ee 
Phone John 4613 
BERNHARD JNSURANCE AGENCY 


43 Cedar St., 1 Montgomery St., 
New York City Jersey City, N. J. 
Scottish Union & National Fireman’s Fund 

\ Atlas Assurance Co. Home Fire & Marine 


Rhode Island Insurance Co. 
Nationale of Paris 








— 








Caledonian Insurance Co. of Scotland 


FOUNDED 1805 
“THE OLDEST SCOTTISH INSURANCE OFFICE” 


UNITED STATES HEAD OFFICE 
Caledonian Building, 50-52 Pine Street, New York 
CHAS. H. POST, U. S. Mgr. R. C. CHRISTOPHER, Asst. U. 8. Mgr. 


NEW YORK CITY OFFICE 
Golden Hill Building, 59 John Street, New York 








LEWIS & GENDAR, INC. 


NEW YORK CITY AGENTS 


Commonwealth Insurance Co. of New York 
New Jersey Insurance Co. of Newark 


ONE LIBERTY STREET, NEW YORK CITY 
Telephones: John 63-64-65 


BROOKLYN AND SUBURBAN AGENCY 


Northern Assce. Co., Ltd.. of Eng. Firemen’s Ins. Co. of New Jersey 
Commonwealth Ins. Co. of N. Y. Globe & Rutgers Insurance Co. 
United British Ins. Co., L*d. of London 
New Jersey Ins. Co. of New Jersey 


Detroit F. & M. Ins. Co. of Mich. 
Employers’ Lia. Assce. Corp. of London 


Special Facilities for Handling Out of Town Business 


145 Montague Street, Brooklyn—New York 
Telephones: Main 6370-6371-6872 
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BROKERS ACTIVITIES 








With Clark Williams & Co. 

Elliot Debevoise, having been- re- 
leased from the United States Navy, is 
now associated with the firm of Clark 
Williams & Co. 

* os o 
Ford to Be Vice-President 

It is announced from the office of 
Hamilton & Wade, 
Ford will become vice-president of that 
corporation on or about November Ist. 
Mr. Ford has been identified with Pub- 
lic Utilities Companies as an executive 
and manager, and also with Isidore 
Newman & Son, bankers of New Or- 
leans. He has been affiliated with sev- 
eral railway and light companies, His 
insurance experience has been acquired 
in solving the problems and purchasing 
insurance for these companies, and in 
ten years’ service on the Insurance 
Committee of the American Electric 
Railway Association. 

” ” + 
Hallet with Ten Broeck 

Charles V. Hallett, formerly with 
Johnson & Higgins, has become asso- 
ciated with T. M. Ten Broeck & Co. 
Mr. Hallett has been with Johnson & 
Higgins for the past two years. 


Will Bind in Cuba 
The capacity of the office of Charles 
F. Enderly has been increased by the 
addition of binding powers for the 
Westchester and for the Atlas in Cuba. 
a” ” + 
Kirby Opens Branch Office 
Chas. J. Kirby, Jr. has announced the 
opening of a branch office on Walnut 
Street, Philadelphia. It is his intention 
to supply auto adjustment service for 
Philadelphia and the surrounding terri- 
tory. 
* * . 
Brokerage Offices Merged 
The offices of Lewis M. Feingold, 123 
William Street and Joseph Gross, Wool- 
worth Building, were consolidated Oc- 
tober 1 and now operate under the 
name Gross, Feingold & Co., with head- 
quarters in the Woolworth Building. 
s <= © 
With Ogden & Fay 
After a three months’ trip through 
the Middle West and South, George M. 
McClain, Jr., has returned and joined 
the force of Ogden & Fay. 
© a + 


Mahn Succeeds Schumacher 

Charles W. Mahn has been appointed 
to succeed Louis F. Schumacher .as 
chief counterman for ‘the local depart- 
ment of the Sun Insurance Company. 
Mr. Schumacher was recently appointed 
loca. secretary Ten vears ago Mr. 
Mahn went with the Sun as a reinsur- 
ance clerk, and has gradually advanced 
‘rom one position to another. Before 
going with the Sun he had five years’ 
agency experience with W. D. Sammifs. 


THE “TRAMP ADJUSTER” 
By A. P. Spencer, One of Them 


To please the broker and the “co.” 
Tis not an easy thing to know 
Just where to draw the line. 

You needs must have a taking front, 
For many a diplomatic stunt 

Of a brand that’s very fine. 


To be strictly on the level, 

It often beats the devil, 

What’s best to do to save the “co” the 
line; 

For you are between two fires, 

And your patience often tires, 

To get the right proportion every time. 


The “tramp adjuster” is a paradox; 
He surely is, politely speaking; 

For truly all his gains in “rocks” 

Are from the very losses he is seeking. 


Taking one consideration with another, 
Speaking as a man and as a brother, 
When everything is said and done— 
His lot is net a happy one. 


Inc., that Mr. A. H. . 


HAZARDS OF CHEMICALS 





New Publication Seeks to Give Informa- 
tion Not Readily Available 
to Underwriters 





So important have become the chem- 
ical industries in the United States that 
the Chemical Catalog Company, 1 Mad- 
ison Avenue, New York, has issued the 
Condensed Chemical Dictionary, for the 
use of all those who require information 
about chemicals, but who are not them- 
selves chemists. The book is believed 
to be of particular value to insurance 
underwriters. The volume, which is of 
500 pages, treats of organic nomencla- 
ture, spelling, temperatures, densities, 
formula, substances made in America, 
proprietary names, dyestuffs, contain- 
ers, grades, railroad shipping regula- 
tions, fire hazards. 


PUBLIC’S , RESPONSIBILITY 
Now That Companies Have Removed 
Surcharge Excessive Fire Waste 
Should Be Reduced 





Like a refreshing breeze comes the 
opinion on the surcharge of Commis- 
sioner Darst, West Virginia. After com- 
menting upon the removal of tthe sur- 
charge in his state he says: 

“It is now up to the insuring public 
of West Virginia to demonstrate that 
the fire companies were justified in re- 
moving this war tax, by observing every 
precaution to keep down the fire loss 
ratio in this state, so that there will 
be no need of increased rates in the 
future. Our fire loss during the past 
two years has been excessive and we 
should see that this loss is now greatly 
reduced in the future.” 





TO WRITE AUTOMOBILE 
The Imperial will extend automobile 
facilities to its agents as from October 
1, 1919. George F. Kern will be in 
charge of the automobile department, 
which is in a position to afford excellent 
service to its agents. 





WAKEFIELD’S FIELD INCREASED 
Allen A. Wakefield, of Washington, 
D. C., fire department superintendent 
in the Washington branch office of the 
Automobile of Hartford, has had the 
city of Baltimore and state of Dela- 
ware added to his territory. 





PHILADELPHIA LICENSES 

The Philadelphia Fire Underwriters’ 
Association issued certificates to the fol- 
lowing local brokers: A. B. Graham, 
Nathan Gross, Jr., James Livezly and 
Isaac Ochrach; also to Theodore H. 
Smith, New York City. The certificates 
of B. Frank Clayberger, Jr., Lumberton, 
N. J.; John C. Paige & Co., Boston, 
Mass. and Morris Rose, Inc., New York 
City, were renewed by the association. 
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GENERAL AGENTS 
FIRE and AUTOMOBILE INSURANCE 
Excellent Facilities for Handling Suburban Business 


SCHAEFER & SHEVLIN 


New York, N. Y. 


Phones John 1167, 1168 














NEW YORK STATE*DEPARTMENT. 


SUPERIOR FIRE INSURANCE CO, OF PITTSBURGH, PA, 
ALLEMANNIA FIRE INSURANCE CO, OF PITTSBURGH PA, 
CAPITAL FIRE INSUR: hed 3 co, OF CONC , 








sie sae 








A. H. TRIMBLE, Prest. 


Capital $400,000.00 


a e 
The Superior Fire Insurance Co. 
PITTSBURGH 
Incorporated 1871 
EDWARD HEER, Sec’y and Treas. 
Why not make room in your agency for a conservatively managed, 
medium-sized American Company whose indemnity, treatment of agents 
and assured, will bear inspection for nearly half a century? 
Surplus to Policy Holders $730,417.59 
Assets $2,083,462.49 














Rossia Insurance Company 


HARTFORD, CONN. 


REINSURANCE 














National Liberty 


INSURANCE COMPANY 
OF AMERICA ., 
NEW YORK 


Incorporated Under the Laws of the 
State of New York in 1859 


Statement, January 1, 1919 


Cash Capital ...... . -$1,000,000.00 
SE cancees 9,609,646.00 
Liabilities, including 

COPIA wc cciccccc sce CBB R 
Net Surplus .... . 2,395,417.89 


Surplus to Policy 
ONO wa ardceaterecaca 3,395,417.89 


HEAD OFFICE 
62 WILLIAM STREET, NEW YORE 
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THE HANOVER 


FIRE INSURANCE COMPANY 


Incorporated 1852 


The real strength of an insurance com- 
pany ed in z conservation of its man- 
agement, and the management of THE 
HANOVER is an absolute assurance of 
the security of its policy. 


R. EMORY WARFIELD, President 
FRED. A. sg yARVie’} Vice-President 
ecre' 
WILLIAM MORRISON, Asst. Sec’y 


HOME OFFICE 


Hanover Bldg., 34 Pine St. 
NEW YORK 


HOWIE & CAIN, Inc., Gen. Agents 
Metropolitan District 


95 WILLIAM STREET, NEW YORK 























PrHILADELPMI A 
ADEQUATE ! GC] ARENCE A. KROUSE & CO SATISFACTION 
FACILITIES LOCAL aND GENERAL AGENTS SERVICE 
ALL LINES 325 WALNUT STREET PHILADELPHIA, PA. ALL LINES 








PENNSYLVANIA NEW JERSEY 








307 FOURTH AVENUE 


LOGUE BROS. & CO., Inc. 


Fire—Casualty—Automobile Insurance 
Nation-Wide Facilities for Handling SURPLUS LINES 


PITTSBURGH, PA. 











EQUITABLE UNDERWRITERS of New York 
— FIRE and WAR RISKS 


Lines Bound Throughout United States, Canada, Cuba and Mexice 





Home Office: 68 William Street 
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Business Building 
in Small Community 


HOW UP-STATE AGENT WON OUT 





Hartford Representative Got All New 
Business Coming to His Town 
Except One Risk 


“The Hartford Agent,” the house 
organ of the Hartford Fire and Hartford 
Accident & Indemnity, publishes and 
copyrights another human interest 
story of a business-building agent in 
the current issue, this time the story 
being told by. T. D. Cross, of Hudson 
Falls, N. Y. 

In March, 1917, Mr. Cross’ father’s 
health gave out and the latter asked 
his son to take a six-day trip to look 
after several of his renewals, telling 
him that there were two of these risks 
which he did not expect to renew. The 
father had been in the insurance busi- 
ness for thirty years. 

Taking up the narrative at this point 
T. D. Cross said: 

“In those days a trip meant driving 
with a team, so it was slow work. 
When I came home at 9 o’clock on Sat- 
urday night, having been out the full 
six days, I had two large applications 
for new business and renewals for all 
seven of the other risks. This was a 
big surprise to my father, and he said 
with much feeling, ‘Well, my boy, I 
guess you will make an insurance agent 
after all.’ 

Became a Partner 

“His health was never regained, and 
I continued to look after his business 
until the fall, when he took me into 
partnership. This arrangement con- 
tinued until the following March, when 
I took J. H. Durkee as a partner in busi- 
ness under the firm name of Cross & 
Durkee. Mr. Durkee had been the prin- 
cipal of the Union School for a number 
of years and was well acquainted with 
the people of the town. Three months 
later the man who had furnished the 
money to buy out an old agency in the 
town came to the firm of Cross & Dur- 
kee and wanted to sell us the business. 
We purchased that and with my father’s 
business had about $1,400 invested. In 
1907, when we sold the business, we 
realized more than three and one-half 
times what it had cost us in the trans- 
action. So much for the story of the 
agency 

Some Methods Used 

“Readers of this publication will, per- 
haps, be more interested in some of the 
methods we adopted for building up the 
business. Among other things we made 
an alphabetical list of all policyholders 
who owned real estate and had their 
property insured with us. We then took 
the tax books of the town and com- 
pared this list with the books, and I 
made a personal canvass of all property 
holders for whom we did not have in- 
surance in effect. I worked from house 
to house, and we got nearly all of this 
business when existing policies ex- 
pired. 

“Another method adopted was some- 
what original. Every time I saw a load 
of stone going through the town i 
asked the driver of the team where it 
was to be delivered, and in that way 
kept in touch with all new building. At 
the first opportunity, after learning that 
the foundation for a new building was 
being laid, I solicited the insurance, and 
even though we had all the other insur- 
ance of that owner, and there was an- 
other insurance agent in the town, ws 
believed that if we had a promise of the 
new business we were much more likely 
to get it at the proper time. 

“All mill insurance and the insurance 


On business properties was always: 


looked after very closely. It was our 
object to get the assured to make all 
possible improvements in the character 
of his risk, and thus secure low rates, 
for in this way we were able to get 


more and more mill business and the 
insurance on business places. 

“So successful was this method of 
conducting business that I got all the 
new business that came to the town 
except one risk, that was built when I 
was sick and awav from the town. 

“IT have used the personal pronoun 
‘l’ in my dictation because I did all the 
outside work, and the way I built up the 
business seems to show that it offers 
possibilities to agents.” 





SURCHARGE NOTICE ISSUED 





New Jersey Rating Office Announces 
Manner of Making Refunds and 
Adjusting Rates 

The schedule rating office at Newark, 
N. J., has issued the following suppiec- 
ment to Circular No. 33: The Emergen- 
ey Surcharge published by this office in 
Circular No. 27, issued September 1, 
1917, and Supplement to Circular No. 
27, issued April 15, 1918, is discontinued 
as to all policies taking effect on or 
ufter September 1, 1919. 

No part of the Surcharge included in 
the premium on outstanding policies 
shall be refunded unless policies are 
cancelled at short rate of the Surcharge 
and premium. 

Published rate reductions on policies 
that were in force prior to September 1, 
1919, must be calculated on the basis of 
old and new rates, plus the Surcharge 
in both instances; increase of published 
rates shall be calculated on the basis of 
old and new rates without Surcharge in 
either instance. Change from co-insur- 
ance to no co-insurance rates under 
policies in force prior to September 1, 
1919, shall not be considered an increase 
in rate. 

When the assured elects to waive re- 
turn of Surcharge, his policy as to the 
remainder of the consideration may be 
cancelled pro rata, provided the risk is 
rewritten for the unexpired term or 
longer, in the same company, for an 
equal or greatgr amount. 


TO HAVE ANNUAL BALL 
On November 25, the Insurance 
League will hold a ball at the Palm 
Garden, at which time the annual pre- 
sentation for first, second and third 
places will take place. 











reat American 
Insurance Company 


New Pork 


INCORPORATED - 1872 


PAID FOR LOSSES 


$105,437,708.58 
STATEMENT JANUARY 1, 1919 


$5,000,000.00 


RESERVE FOR ALL OTHER LIABILITIES 


15,231,512.92 


T SURPLUS 


10,619,509.09 
30,851,022.0 I* 


"Includes $134,574.96 Excess Deposit in Canada 


THE SECURITIES OF THE COMPANY ARE BASED 
UPON ACTUAL VALUES ON DECEMBER 3ist, 1918 


United States Government Liberty Loan bonds owned 
by the Company exceed its entire capital stock of 
$5,000,000—a striking indication of true patriotism 


Home Office, One Liberty Street 
New York City 


Western Department 
WALTER H, SAGE, Gen’! Mar. 
INGRAM & LERCH, Managers 
76 West Monroe St., Chicago, Hl. 

Boston Office 
ROGERS & HOWES, Managers 
1 Liberty Square, Boston, Mass. 


Pacific Department 
GEORGE H. TYSON, Gen'l Agent 
210 Sansome Street 
San Francisco, California 
Marine Department 


WM. H. McGEE & CO., Gen’! Agts. 
15 William Street, New York City 



















F. H, meee Pres. 


ORGANIZED 1848 


W. E. HAINES, Secy. 


Ohio’s Oldest and Strongest Company 


Net Surplus Over $1,293,741.00 
AN AGENTS COMPANY 





PHILADELPHIA 


GENERAL AGENT 


Pennsylvania, New Jersey and New York 


E. K. SCHULTZ & CO. 








FRED. S. JAMES 


1819 


Paris 


CHICAGO 





General Fire Assurance Co. 


GEO. W. BLOSSOM WM. A. BLODGETT 


FRED S. JAMES & CO. 


UNITED STATES MANAGERS 


1838 


Urbaine Fire Insurance Co. 


Paris 
1807 


Eagle. Star & British Dominions Ins. Co. 


London 


AGENCY SUPERINTENDENTS 


Carroll L. DeWitt 
123 William Street 


NEW YORK 


P. A. Cosgrove 








SAN FRANCISCO | 
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MANY SUGGESTIONS MADE 25 YEARS WITH YORKSHIRE 
Standardization Conference of Actua- General Saenane james H>milton 

rial Bureau in Chicago Receives Asked to Become Member of Board; 

Ideas on Fire Prevention Company’s 1918 Record 

The Missouri Inspection Bureau has James Hamilton, general manager 
recommended to the Standardization ef the Yorkshire, has now completed 
lenfevence of the Actearics Bucenn ter ‘wenty-five years of service with the 
‘Seppe : . company, a period showing under his 
half Inch ball drip valves on fire de- management exceptional progress and 
partment and fire boat connections. It development. He has been asked to 
has also submitted rules for under join the company’s board. 
valves and fittings and for distances The ninety-fifth home office annual 


between deflectors and ceilings in fire report of te Yorkshire shows that in 
resistive buildings. the fire department that company in 
1918 had a net premium income. after 
ceduction of re-insurances, of £693,708, 
as against £609,123 in the previous 
.ccount, Losses were £353,522, the 
‘atio being 50.9 per cent, as against 
48.5 per cent for the previous year. 
The premiums in the marine depart- 
ment amounted to £1,220,629. 


The National Automatic Sprinkler As 
sociation made a number of recommen- 
vations as to spacing of automatic 
prinklers and for valves and fittings, 
alarm system, gravity tunks, miscel- 
ianeous rules, fittings for fire depart- 
ment connections and galvanized iron 
pipe in open sprinkler systems. 

The Rockwood Sprinkler Company 
suggests the use of more sensitive air HOLZWARTH MADE SPECIAL 
sauges Ray O. Holzwarth has been appointed 

The Phillips Company, Chicago, seeks special agent for the Norwich Union to 
the elimination of electric alarms and cover New York State. Mr. Holzwarth 
the substitution, where necessary, of started in the insurance business with 
the so called water motor alarms. a local agency in Syracuse, N. Y. For 
Wendnagel & Co., Chicago, recom- the past two years he has been in 
mend in connection with gravity tanks Charge of the Underwriters’ Association 
and towers, that the requirements for Stamping Office at Schenectady. N. Y. 
teel chime joists be eliminated and His headquarters will be at Syracuse, 
wood substituted. ns. Ss 











| eed Morchandiso Tkan 
| Ever to Cross the Seas 
i" | “Ten Billion Dollars’”’ in Imports and| 

Exports for the Fiscal Year 1919 


i This is the total trade of the Rs amy 
United States with the world. ie . 
The tremendous increase in our Bw. 
} exports demands enormous ship- fa a 1 

ping facilities. IFS oe 
| More tonnage must be _ placed 

@iin the hands of our American} 

shippers. 





American cargoes and American|® 
ships must be protected by : 
American Marine Insurance Pr ans 

















“The Leading FIRE INSURANCE Co. of America” 


L819 


WM. BR. CLARK, President 


1919 


One Hundred Years of Service 
Losses Paid over $174.000.000 
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fa f “Constant, “Heal, pragtreal ‘and tiniform: Service to ‘simplify an, 
Agent’ s problems, and the’ recognition of. mutilal responsibilities hay 
shortsighted and: 


for the: tights- of 


ba] bg “Poli¢yholders; Agents ‘ahd Stockfiolders: Natipnal: ‘Union Service 
2 fembraces these considerations asa matter, of falr. play and sen- . 


wf f 5 service. “Not here and ‘there; but 40: ‘Séveral *thdusand Agents ~~ 


. tor whion: ‘it fills. the’ bill:.. ‘Coupled. with: a generous measuré of 


i | co-operation, ‘aniple’ security: ahd ‘excellent’ facilities, ‘we assert road 
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° Fire, Marine, Windstorm, 
Automobile, Sprinkler. Leak- 


1 age, Riot and Explosion In- 
of Watertown. 1.4. surance. 

E. A. MORRELL, 205 Walnut Place, Phila., Special Agt. MIDDLE DEPT. 

JAM ES J. GARLAND, 514 Eighth Ave., Brooklyn, Special Agent 
N. Y. SUBURBAN & NO. N. J. 
E. J. PARMELEE, Syracuse, N. Y., Special Agent. NEW YORK STATE 
GEORGE SHAW, 116 Milk St., Boston, Special Agent NEW ENGLAND 
F. F. BUELL, Troy, ne Oe Special oO eee NEW YORK STATE 











FIRE 
RE-INSURANCE 
NORWEGIAN ATLAS INS. 


15 William Street 
New York 





COo., Ltd. 


WEMPLE & COMPANY, Inc. 


New York 
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Many Hartford Agents 
Buy Company’s Stock 


THEY DID'SO IN OPEN 





MARKET 





Company’s Charter Gave Stockholders 
Exclusive Rights to Subscribe 
for New Issue 





Under the headline, “The Hartford’s 
Position in Selling Its Stock” that Com- 
pany in the current issue of “The Hart- 
ford Agent,” the copyrighted publica- 
tion of the Company which goes to all 
of its agents, prints this statement: 

“As our readers have already learned, 
the Hartford’s capital stock has been 
increased from $2,000,000 to $4,000,000 
stock at $150 per 
share. he issue was accepted with 
great enthusiasm by all Hartford stock- 
holders with the exception of two or 
three women who felt that their means 
would not permit them to make fresh 
investments and who were not sufii- 
ciently versed in business affairs to 
know that ownership of the stock vested 
in them valuable rights which they 
could have sold for a handsome pre- 
mium. 

“At the stockholders’ meeting wh2n 
the increase of capital stock was au- 
thorized, a resolution was adopted per- 
mitting the board of directors ‘to dis- 
pose of any stock not subscribed for by 
stockholders in such manner as _ its 
judgment might dictate. The directors, 
therefore, appreciating the situation of 
the several non-subscribing stockhold- 
ers, sold the rights to subscribe on the 
market and remitted the proceeds to 
the non-subscribing stockholders. 

“One of these was a lady who had 
attained the ripe age of ninety-four 
years and who did not realize that the 
increase of capital stock had conferred 
upon her a substantial financial benefit. 
She received a check for $5,285.42 and 


wrote a most grateful acknowledgment, 
as did the other stockholders in similar 
positions, to one of whom the remit- 
tance for the price of her rights came 
upon her birthday. 

“After the announcement of the pro- 
posed increase had been made public, 
a number of our agents wrote in, sug- 
gesting that it might be advisable to 
allot some of the new stock to agents 
at $150 per share. Nothing would 
please the officers and directors of the 
Company more than to have a large 
portion of its stock in the hands of its 
local agents. The charter of the Com- 
pany, however, provides that all new 
issues of stock must be offered to ex- 
isting stockholders at not less than par. 
In other words, by charter provision 
the right to subscribe to new stock is 
inherent in the present stockholders. 
Therefore ‘the only way in which local 
agents not already, stockholders can 
become stockholders of the Company is 
by the purchase of stock in the market. 
We are glad to say that a considerable 
number of Hartford agents have pur- 
chased stock or rights to subscribe to 
the new issue of capital stock within 
the past ninety days. Many other indi- 
viduals not hitherto stockholders of the 
Company, who believe the stock to be 
an attractive investment, also  pur- 
chased rights or stock during the same 
period.” 





CHICAGO BOARD OFFERS REWARD 

In an effort to fix responsibility for 
the fire which destroyed two blocks of 
small dwellings in the stockyards dis- 
trict just at the close of the recent 
race riot troubles, the Chicago Board 
has offered rewards aggregating $4,- 
500 for information leading to the con- 
viction of the guilty parties. 


WHELPLEY A DIRECTOR 
At a mee‘ing held on October 2 Wil- 
liam A. Whelpley. automobile secretary 
of the Importers & Exporters Insurance 
Company, was elected a member of the 
board of directors. Mr. Whelpley is the 
sixteenth director to be elected. 
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Drirnit National Fire Insurance 
Company 


41-43 John R Street, DETROIT, MICH. 


PHILIP BREITMEYER F. JAM ES M. TEAHEN 
President Counsel 


A. A. TEMPLETON COOK 
Vice-President Treasurer 


J. HAYNES 

Vice-President 
GEORGE K. MARCH >. aa 
Sec’y & Gen. Mgr. 














INCORPORATED 1720 


Royal Exchange Assurance 


LONDON, ENGLAND 


RICHARD D. HARVEY 


United States Manager 


' United States Branch 
92 William Street, New York 

















Firemen’s Insurance Co., Newark, N. J. 


January 1, 1919 
ES oc cccwienenevanes . .$1,250,000.00 
i le anne ee eine $2,246,144.00 
SURPLUS TO POLICYHOLDERS. $3,496,144.00 


DANIEL H. DUNHAM, President 
JOHN KAY, Vice-President and Treasurer A. H. HASSINGER, Secretary 
NEAL BASSETT, Vice-President J. K. MELDRUM, Assistant Secretary 











Greater Capacity for Local Agents 











LE AS 


Insurance 


THE ROYAL EXCHANGE ASSUR- 
ANCE (Marine Dept.) OF 
LONDON, ENG. 

NE i ccncacsawsisennccerteess $1,348,075 
THE TOKIO MARINE AND FIRE 
INSURANCE CO. 

LTD., OF TOKIO, JAPAN 
(Marine Departmenf) 

— United States State- 


Automobile 


INDEMNITY MUTUAL MARINE ASSUR- 
ANCE CO., LTD., OF LONDON, ENGLAND 


| Surplus United States Statement....$ 461,101 
Surplus Home Office Statement...... 11,727,022 


Use our unlimited capacity and wide experience for placing additional 
business beyond the capacity of admitted companies. 


I Binding Contracts with Guaranteed Underwriters at Lloyds and British 
Companies maintaining United States deposits. 
binders given. 


MARSH & MCLENNAN 


Immediate telegraphic 


UNITED STATES ag he p Tite 
of NEW YORK, N. 





spetettatease, o4uedeeseene® $562,916 
ID sckccsannenemedeaensesecseearen $830,150 A. Home Office Statement .$7,433,611 
19 Cedar St. 1615 California St. 201 Sansome St. 107 S. Fifth St. 
APPLETON & COX, Attorneys | SEW TORE DENVER SAN FRANCISCO MINNEAPOLIS 
wien 901 Ford Bldg. 314 S lor St. 17 St. h ° 
3 So. William St. NEW YORK & uperior John St 23 Leadenball St. 


| DETROIT DULUTH MONTREAL 
AN ATTRACTIVE PROPOSITION 


GENERAL AGENTS WANTED 


Liverpool 
amo Fondon 
ann Globe 
Insurance Co. 


CIMICED 


“‘The Best there is in Insurance Service’’ 










































Over $160,000,000.00 


Losses Paid in the United States 


San Francisco Losses 
Amounting to $4,522,905.00 
paid PROMPTLY IN CASH 
WITHOUT DISCOUNT, from 
funds largely supplied by head 
office in Liverpool 






HUGH R. LOUDON, Manager 
J. B. KREMER, Deputy Manager 
T. A. WEED. Agency Superintendent 


U. S. cash Assets, Dec. 31, 1918 $17,083,985.30 
Surplus - - : . - 4,880,795.09 
Losses Paid by Chicago Fire, 1871 3,239,491.00 
Losses Paid by Boston Fire, 1872 1,427,290.00 
Losses Paid by Baltimore Fire, 

04 ° ° ° ~ ‘> 


NEW YORK OFFICE 


1,051,543.00 80 William Street 
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“AMERICA FORE” 


Security and Steadfastness— 


The American Agent’s best company is 


the one that 


deals most fairly with himself and his clients. 


With ample financial strength, backed by careful un- 
derwriting that makes it proof against conflagration, 
the FIDELITY-PHENIX is famous for fair dealing in 
its adjustment of claims and its payment of losses. 
By satisfying the Assured, the FIDELITY-PHENIX 


strengthens the Agents standing. 


Added to this, FIDELITY-PHENIX fair dealing means 


that the FIDELITY-PHENIX recognizes 
of the Agent’s territory, and does not 


overhead writing. 


the integrity 
countenance 


FIDELITY -PHENIX 


Fire Insurance Co. of New York 


HOME OFFICE: 
Cash Capital $2,500,000 80 Maiden Lane, New York 


CANADIAN DEPARTMENT PACIFIC COAST DEPARTMENT 
W. E. Baldwin, Manager C. E. Allan, Secretary 
17 St. John St. Insurance Exchange Building 


MONTREAL SAN FRANCISCO 


HENRY EVANS, President 


WESTERN DEPARTMENT 
C. R. Street, Vice-President 


137 South LaSalle St. 
CHICAGO 
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Objects to Cutting 
Washington (D, C.) Tax 


DEPARTMENT 





HEAD’S VIEWS 





Senator Sherman Had Introduced Bill 
Lowering Tax From 1! to 1 
Per Cent. 





Washington, D. C., October 6.—Sen- 
ator Sherman’s bill to reduce the insur- 
ance tax rate here from 1¥% per cent to 
1 per cent would result in a loss of 
$40,000 annually to the District, accord- 
ing to the annual report of Lewis A. 
Wiffith, superintendent of insurance, 
submitted to the commissioners today. 

Would Retain Present Rate 

Mt. Griffith suggests to the commis- 
sioners that an effort be made to retain 
the present rate. Discussing the bill 
in his report, the superintendent states: 

“I beg also to call to your attention 
the Senate bill No. 2146, introduced by 
Senator Sherman, ‘to regulate imsur- 
ance in the District of Columbia,’ 
which, if passed in its present form, 
will very materially lessen the receipts 
for insurance in the District. If the 
:1ax is cut from 1144 per cent to 1 per 
cent, as proposed in the above men- 
ioned bill, it means a loss of over 
$40,000 to the District government. I 
‘therefore beg to suggest that an effort 
should be made to retain as under our 
present law the tax of 1% per cent. 
As tar as I know none of the insurance 
companies have objected to paying this 
amount of tax, and while it must be 
uttle to any one company, it means 
in the total quite an item to the Dis- 
trict.” 

Shows Amount Collected 

The report shows that the amount 
collected by the insurance department 
in license fees and taxes during the 
last fiscal year was $154,758.94, as com- 
pared with $133,117.62 during the pre- 
‘eding fiscal year. This is an increase 
of $21,641.32. 

The department expended $11,819 74 
in making the collections, which 
leaves, according to the report, a net 
revenue from the insurance depart- 
ment of $142,939.74. This cost of col- 
1ection was 7% per cent. 

Comparing this cost of collection 
with the cost in other cities, Mr. Grif- 
fith states: 

“In looking over the receipts and dis- 
hursements of the state insurance de- 
partments I find that many of the states 
yay from 10 to 30 per cent for collec- 
tion. Some of the states pay less per 
cent than the costs in the District of 
Columbia, but this, I am informed. in 
most instances is due to the fact that 
‘he insurance departments are com- 
bined with other departments of the 
state government.” 





AGAINST PUBLIC INTEREST 


The Board of Estimate & Annortion- 
ment has been requested by the Mer- 
chants’ Association to order a rehear- 
‘ng upon a city ordinance which it 
adopted on July 11, imposing franchise 
eharges upon fire alarm signal boxes 
owned by private companies. The or- 
Jinance makes a flat charge of $1,200 a 
year for all master boxes up to 120, 
with an additional charge of $10 per 
year for any boxes in excess of 120. 
The association’s committee on fire pre- 


WESTERN 


ASSURANCE CO. 
OF TORONTO, CANADA 


Fire, Explosion—Riots, Civil Commotions 
and Strikes—Marine and Tornado 
Insurance 
UNITED STATES BRANCH 
January 1, 1919 
ROE: icecciciaendeescucacustess $4,693,580.53 
Surplus in United States........ 1,733,616.33 

Total Losses. Paid in United 

States from 1874 to 1918 

SONNE. scnsvadceuessecvaon $45,098,883.86 
W. B. MEIKLE, President 














vention and insurance considered the 

















ordinance and found that the charge 
would result in such an increase in 
the cost of fire alarm signal service 
that it would materially interfere with 
ithe extension of the service by de- 
creased protection against fire. 


NEW APPOINTMENTS 

The followine agency appointments 
are announced for Philedelphia and vi- 
cini‘ty: Frank B. Off for the C pital 
Wire of Californian; L. M. Addis & Co 
for the Fire Association; Hazlett & 
Moss, Ivc., for the Franklin Fire; Wm. 
‘'., O'Neill & Sons for the Ohio Farmers. 











NEW COLUMBIA AGENTS 

The Columbia Insurance Company has 
made new agency connections in Boston, 
Philadelphia and Buffalo. In Boston, 
Gilmour, Rothery & Co. have been ap- 
pointed; in Buffalo, Duel, Lakey & Co.; 
and in Philadelphia, Wm. A. Simpson & 
Co. 


55 John Street 


THE LARGEST GENERAL INSURANCE COMPANY IN THE WORLD — 
| 











COMMERCIAL UNION ASSURANCE CO. 


Limited of London 
United States Head Office 


New York City | 





WOOD WITH CENTRAL FIRE 

George E. Wood, formerly assistant wy) MT MMT 
manager of the New York Suburban In- & 
surance Agency, has accepted a position = 
with the Central Fire Office, Inc., a3 3 
manager of its New York Suburban and 
New Jersey departments. The change 
will take effect November 1. 

DEDUCTION FOR RE-INSURANCE Capital: 

The New Mexico Insurance Depart- sili 
ment will allow, in the payment of pre- One Million Dollars 
mium tax, a deduction for re-insurance Cc. P 
placed in companies admitted in New pins 
Mexico, and will require a schedule 
thereof. The amount so deducted will 
be included in the gross premium ac- 
count of the company accepting the re- 





PAC IFIC COAST DEPT.: 


_ New — Insurance Co. 


STEWART, President 
ARTHUR HOYT, Vice-Pres. 


WESTERN DEPT.: Insurance Exchange Bldg., 
140 Sansome St., 





nn us 
Head Office: 

40 Clinton St., NEWARK, N. J. 

a ri GUTHRIE, m-peninc 

F. _ BROK AW, Treasurer 

Chicago, Ill., H. H. INGALLS, ties 

San Francisco, SEELEY and CO., Mgr 
MLN | Mis 


insurance and tax paid thereon. lil Wnt IIMNNT IUIUVULUUUUUUUUU0OLUALUESUNLLEU.AOU TT 





INSURANCE CO., LTD. 
OF YORK, ENGLAND 
Established 1824 
FIRE, LIGHTNING, SPRINKLER LEAKAGE, AUTOMOBILE, RIOT 
AND EXPLOSION INSURANCE 
U. S. BRANCH, 80 Maiden Lane, New York. 
FRANK & DUBOIS, United States Managers. ERNEST B. BOYD, Underwriting Mgr. 
FRANK B. MARTIN, Asst. Manager. HARRY F. WANVIG, Branch Secretary, 
Assets, $2,144,572.69 Surplus, $1,023,469.75 
penn re he MANAGERS: 
METROPOLITAN  ccccesccccesccce Willard S. Brown & Co. ....... New York, N. Y. 
PACIFIC CRORE. cscccve . 
CAROLINA-VIRGINIA . Marry Te adscccksnanseeeeaiel Greensboro, N. C. 
Wiig Fy re Dargan & Turner ..cccccccccveccess Atlanta, Ga. 

LA. & DEIR eT coccceccecss Fammes BW Bess .cccccscescccscccces New Orleans, Ta. 











eoMcClure Kelly .ccccccccccscccccces San Francisco, Cal, 








CRUM & FORSTER 


GENERAL AGENTS 
95 WILLIAM STREET 
United States Fire Ins. Co., N. Y. 


Richmond Ins. Co., N. Y. 
Potomac Ins. Co., Washington, D. C. 


The North River Ins. Co., N. Y. 


Union Fire Ins. Co, Buffalo, N. Y. 


F. M. GUND, Mgr. Western Dept. 


Freeport, Illinois San Francisco, California 





NEW YORK CITY 


United States Underwriters’ Policy, N. YW. 








General Insurance Agents 


Surplus Lines Accepted Up to 
$500,000 


Represent 
Eighteen Companies 


411-13 WALNUT ST. 
PHILA., PA. 








W. W. ALVERSON, Mgr. Pacific Coast Dept. 











LINES SOLICITED AND BOUND THROUGHOUT UNITED STATES 
AND CUBA 


E. F. FLINDELL 
INSURANCE 


1 LIBERTY STREET Telephone John 2612 


LOCAL OFFICES 


BROOKLYN, N. Y. 
153 Remsen St. 








NEW YORK 


NEWARK, N. J. 


JERSEY CITY, N. J. 
9-15 Clinton St. 


Montgomery St. 





BRITISH AMERICA 


ASSURANCE CO. 


Incorporated 1833 
Toronto, Canada 
Fire, Explosion—Riots, CiviZ 
Commotions and Strikes 
Statement, January 1, 1919 
POOOR. 6 i0ck60descsenveceseseess $2,462,182.24 
EAEETED voocsocetsupresene 1,645,684.41 
Surplus in United States 816,497.83 
Total losses paid in United 
States from 1874 to 218, 
inclustve ..... $26,197 “*2 


Ww. B. MEIKLE, Pres. & Gen. M gr. 























Tel. 216 Montgomery Tel. 2504 Main Tel. 614 Mulberry 
Fire Casualty Life 
RE-INSURANCES 
WILLIAM C. SCHEIDE & CO. 
(INCORPORATED) 


HARTFORD, CONN. 











““STRONG AS THE STRONGEST’ 


The Northern Assurance Go, 


(LTD., OF LONDON) 
Organized 1836 
Entered United States 1876 


Losses Paid - - - $109,000,000 
Losses Paid in U. 8S. $40,000,000 
Eastern and Southern Departs onts 


55 JOHN STREET 
NEW YORK CITY 











18 


THE EASTERN 


UNDERWRITER 





October 17, 1919 




















‘vevuvnvensncvevevemeecnesasausaronennesneneeved 











Why Gold Shipment 
Risks Were Refused 


RATE TOO LOW, SAYS RUSH 
Unacquainted With British Company 


Reasons, But Gives His Own 


Company’s Position 
During the recent marine insurance 
congressional com- 
president of 


examination by a 
mittee, of Benjamin Rush, 
the Insurance Company of North Amer- 
was asked if it were not true 
British underwriters were for- 


ica, he 
that the 
bidden at one time to write insurance 
covering gold shipments to South 
America. He answered that he did not 
know. So far as the Insurance Com- 
pany of North America was concerned 
it did-not take gold shipment risks be- 
cause the rate was too low. 

“We kept our statistics of absolute 

total loss costs and the gold rate was 
below that, so we did not take it.” 
* Congressman Edmonds asked: “There 
is a stutement that was made to me 
which may be true or false, It is to 
the effect that when American bankers 
endeavored to finance the shinments of 
American merchants the British Gov- 
ernment forbade the English insurance 
companies to write any gold except to 
or from Eneland. Do you know whether 
that is so or not?” 

“TI do not,” answered Mr. Rush. “I 
know they had restrictions on gold put 
on during the war.” 

Mr. Edmonds: The largest insurers 
of gold in this country, when this rul- 
ing came out, declined to write this 
gold for South America. 

Mr. Rush: They may 
I do not know. 

Mr. Edmonds: My information then 
is that these peonle took the matter to 
you and you declined. 

Mr. Rush: We were offered a line 
on it; but we could not get tovether 
on the rate; so we did not take it. 

Mr. Chindblom: Was there much 
negotiation about the rate? 

Mr. Rush: I think they 
five cents, and we wanted ten—some- 
where around there. We have been 
out of the gold market for some time 
on account of the difference in the rate. 

Mr. Edmonds: Most of the gold is 
written by one of two companies in 
this country? 

Mr. Rush: Yes. 

Mr. Edmonds: But you rather decided 
you would like to help along and then 
very quickly decided for some reason 
or other that vou would not take it, 
and I was wondering why that was. 

Mr. Rush again reiterated that it 
was because a satisfactory rate could 
not be agreed upon. 


have done so; 


offered us 


NEW STRIKE DANGER 


A new and unpleasant feature of the 
etrike situation is revealed in the bui- 
letin received by the companies, calling 
attention to the fact that the boilers in 
the plant of The Barrett Company, at 
Peoria, lll., are. not in operation. For 
about seven weeks a strike has been in 
progress in this plant and there are 
few men on the grounds. The plant is 
sprinklered, having six wet systems and 
four dry. The secondary fire defense 
is the steam pump, which is totally 
incapacitated by the lack of steam inthe 
boilers. Another feature is that during 
the coming cold weather there is a great 
langer of the wet system freezing and 
bursting the pipes. 


Developments In 
McGivney Hearing 


MUCH TESTIMONY IS TAKEN 
Witness Tells Conditions Under Which 
Business Was Placed in Jersey 


City Agency 








In the case of the 
Automobile Insurance Company of 
Hartford, against Joseph J. McGivney et 
ai., Mr. McGivney said there was no 
special arrangement with O’Keefe & 
Lynch on Standard Oil business and 
that they only got the regular 10 per 
cent brokerage; that the billing was 
first at gross rates and later at net. 

The witoress said the Automobile 
Company had excess insurance ar- 
rangements with six companies at 20 
per cent commission to cover commis- 
vions paid by the ceding company, plus 
expenses, with 10 per cent = contin- 
gent. He said that by showing the 
brokerage as a discourt the company 
eot its reinsurance 10 per cent cheaper. 

Asked to explain the large amount 
of business coming through the Jersey 
‘ity agency, Mr. McGivney said this 
was done according to the ‘original in- 
tructions of O’Keefe & Lynch; that 
former Vice-President Rowe’s instruc- 
iions regarding the Jersey City agencv 
vere that it should not conflict with 
the New York City agency; that he 
(McGivney) thought it proper that his 
brother, Eugene McGivney, should so- 
licit the business of brokers already 
doing business with the New York 
office and that it is not the custom for 
nu marine agency to show brokers’ 
tiames on a bordereaux. 

Mr. McGivney explainéd placing 
some reinsurance for Lloyds de France 
in New Jersey, by saying that by so 
doing reinsurance not wanted by the 
Automobile Companv could be ar- 
ranged for. He was shown papers pur- 
vorting to have been executed in the 
Company's New York office for the ex- 
cess of this line, which he said were 
probably prepared in accordance with 
‘telephone advices of Eugene McGiv- 
ney. 


hearings in the 


Red Cross account 
were then taken up and the witness 
suid that originally the terms were 
zroes less 15 per cant, later changed 
to 10 per cent discount, less 10 per 

1t commission to the New Jersey 
agency. 

When a new open Red Cross policy 
was issued with $1,500,000 limit, Mr. 
McGivney said it was still under the 
inanagement of Lunham & Moore, the 
commissions going to the Red Cross, 
Yut that a representative of that firm 
oid he did “ot personally know this 
*o be so. The witness said that in 
lone, 1918 he advised all marine agen- 
cies of the company that discounts al- 
‘owed must be shown in the bordereaux 
and that he covld not recall any ex- 
cept the Jersey City agency that gave 
such discounts; that he had no knowl- 
edge of an arrangement by which the 
parties to the last open Red Cross pol- 
ey were to write the business at cost; 
taat Red Cross risks were rated by a 
committee, of which he was a member, 
acting for the Automobile Company: 
that some companies had complained 
hat the rates on this business were 
ioo low and that the ioss experience 
under the third open policy had been 
unfortunate. That his company had 
not been saddled with an extra 9 ver 
cent commission charge by sending 
Iusiness on the third open _ policy 
through the Jersey City office but as 
Lunham & Monre hed made this ar- 


Open nolicies for 


rangement originally it had to be con- 
emphasizing 


tinued, that that firm 











Automobile Insurance 





FIRE—THEFT—COLLISION—PROPERTY DAMAGE 
AGENTS and BROKERAGE ACCOUNTS SOLICITED 
SECURITY and SERVICE UNEXCELLED 


The Bankers and Shippers Insurance 


Company of New York 


OFFICERS 


EUGENE V. R. THAYER, 
Chairman of the Board 
WILLIAM G. WILLCOX, 

President 
JAMES mAORER. 
Vice-Presid 
HAROLD STANLEY, 
Vice-President 





CHELLIS A. AUSTIN, 
President Mercantile Trust and Deposit 


Company 
EDWARD J. BARBER, 
Vice-President, Barber & Company 
JAMES BARBER, 
President, Barber & Company 
HOWARD BAYNE, 
Vice-President, Columbia Trust Company 
PAUL H. HARWOOD. 
“— President, Pan American Petroleum 
Transport Co. 
OSWAL D KIRKBY, 
Director, Willcox, Peck & Hughes 
CLINTON V. MESEROLE, 
President, Pacific Fire Insurance Co. 
CHARLES E. PECK, 
President, Willcox, Peck & Hughes 
SEWARD PROSSER, 
President, Bankers Trust Company 
J. f. RASKOB, 
Treasurer, E, 
Company 


OFFICE ADDRESS 








I, Du Pont de Nemours 


DIRECTORS 


J. SCOFIELD ROWE, 
Vice-President 

CLINTON V. MESEROLE, 
Vice-President 

RAYMOND T. MARSHALL, 
Treasurer 

ROBERT VAN IDERSTINE, 
Secretary 





J. SCOFIELD ROWE, 
President, Maritime 
ency, Inc, 
WILLIAM C. LANE, 
Vice-President, Guaranty Trust Company 
JOHN A. SPOOR, 
Chairman, Chicago Junction Railway 
HAROLD STANLEY, 
Vice-President, Guaranty Trust Company 
E. V. R. THAYER, 
President, Chase National Bank 
ELISHA WALKER, 
irector, Pan American 
Transport es ge 
JOHN J. WATSON, 
Vice-President, ts 
tural Chemical Company 
WILLIAM G. WILLCOX, 
Vice-President, Willcox, "Peck & Hughes 
OAKLEY WOOD, y 
Treasurer, Barber & Company 


Underwriting Ag- 


Petroleum & 


Agricul- 


3 South William Street, New York City 


MARITIME UNDERWRITERS AGENCY, Inc. 
GENERAL AGENTS 


1 South William Street, New York 











acted in the same capacity throughout 
the transactions. O’Keefe & Lynch, it 
developed, were never allowed any dis- 
count, they getting only the regular 
brokerage. He admitted that if the 
y’Keefe & Lynch business had been 
allowed to go through the Philadelphia 
ceflice there would have been no com- 
mission and only the regular commis- 
sion allowed. It also oe that 
‘rom 25 to 30 per cent of the San Fran- 
cisco office business was subject to 
discounts. 
Eugene J. McGivney Heard 

Eugene J. McGivney was placed on 
‘he stand and he admitted he was so- 
liciting business in New York but said 
that he notified Wilcox, Peck & Hughes 
that he could not take that firm’s busi- 
ness, as it was dealing with the new 
York office. He also expressed his be 
nef that he was entitled to keep what 
ne received from brokers in excess of 
ihe rates quoted by the company, say- 
ing that he was buying and selling in- 
surance. Plaintiff submitted figures 
‘9 show ‘that during four months the 
regular commissions of the agency on 
one broker’s business amounted to 
$9,000, whereas the difference in rates 
produced some $16,000 for the agency 
during the same time. The witness 
said that the figures may be correct 
but he had no way of knowing. The 
hearing has been adjourned until Octo- 
Her 20. 





SHAW IN NEW YORK OFFICE 

Lieutenant Chas. P. Shaw has re- 
turned from France and resumed his 
position with the North British & Mer- 
cantile. While abroad Lieut. Shaw, 
who was in the infantry, saw active 
service on several fronts, among them 
San Mihiel and the Argonne-Meuse. 
Although before going he was in the 
Chicago office of this company, he is 
now in the Central Department of the 
New York office, 


Two Brothers Made 
Departmental Managers 


SPECIAL HAZARD AUTHORITIES 


One Will Superintend Improved Risks 
Here for Phoenix; Other 
in Chicago 

Harry Von der Lieth, after seven 
years’ service with the Phoenix of Lon- 
don, has been promoted to superinten- 
cent of the improved risk department 
of the Western department at Chicago. 
His brother, George Von der Lieth, has 
been made superintendent of the same 
department for the New York office. 

Prior to going with the Phoenix, 
Harry was in the improved risk de- 
partment of the North British & Mer- 
cantile. His first position with the 
Phoenix was as an examiner for the 
I. R. D., and later he was special agent 
for the same department. From this 
position he was made a special agent. 
tater returning to the New York office 
cn the improved risk department. He 
occupied this position when the troops 
were sent to the border, and went as 
au sergeant in the cavalry. When Amer- 
ica joined the Allies in the great war 
he was made a second lieutenant, and 
participated in the assault which help- 
<«d break the Hindenburg line. 

George was in the improved risk de 
partment of the North British & Mer- 
cantile, and came to the Phoenix as an 
examiner in the Southern Department. 
After three years he was made special 
agent for the improved risk depart- 
ment of the Phoenix. Since that time 
he has been the right hand man of 
J. C. Curtis, general agent of the im- 
proved risk department ef the Phoenix. 
The Von der Lieth brothers are rec- 
ognized authorities on the subject of 
special hazards. 
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Essentials of Motor 
Inspection Named 


ADJUSTER CLASSIFIES POINTS 
Condition, Identity, Values, Type of 


Operator, Covered in Pamphlet 
By Z. L. Hoover 


Z. L. Hoover, a New York adjuster, 
has written a pamphlet on motor ve- 
hicle inspection as related to insurance, 
.n which he deals with the subject from 
the following numerous angles: 
A reliable and comprehensive system 
of inspection of motor vehicles is es 
sential to the sound underwriting of 
this important and rapidly growing 
branch of insurance. 
In order to meet the needs of tae 
underwriter fully this system must in- 
volve not only a careful physical in- 
spection of the car to be insured, but 
should also include necessary informa- 
tion respecting the assured, ,and the 
garage or housing conditions where the 
car is usually kept, together with th2 
facts regarding its usage and its op- 
erators. In short, it should combine all 
necessary information entering into a 
correct judgment of the risk, both mor- 
ally and physically. 
Such a system must necessarily re- 
quire the services of investigators who 
are not only competent to pass sound 
indgment on the mechanical condition 
of the machine as affecting its value 
and safety from loss or damage due to 
mechanical or other defects, but they 
must also have sufficient knowledge of 
msurance principles and their applica- 
tion to enable them to formulate a re- 
port on the risk as a whole, and there- 
by assist the underwriter in forming 
2 correct opinion of its desirability. 
Tie more important underwriting 
questions relating to such risks and 
their treatment under such inspection 
reports may be summarized as follows: 
(1) PHYSICAL OR MECHANICAL 
CONDITIONS 

(A) Condition of motor, especially 
valves, valve-lifts and springs, 
timing gear, cleanliness, etc.; 

(B) Condition of electric wiring con- 
nected with starting, lighting 
and ignition systems; 
Condition of brakes, 
gear, frame, axels, etc.; 
Condition of paint, upholstery, 
fenders, body, etc. 

Experience has shown that a large 
majority of fire losses arise from self- 
ignition, due most frequently to a de- 
jective timing-gear or valve action, 
with its consequent tendency to back- 
fire; or to short circuiting of worn or 
defective wires carrying electric cur- 
rent from the magneto generator or 
storage battery and a careful examina- 
tion of these parts is necessary to dis- 
close such defects. 

Evidence of Carelessness 

While these factors are chiefly re- 
sponsible for the origin of fires, the ex- 
tent of the resulting damage is fre- 
quently much enhanced by reason of 
sccumulated oil and grease about the 
moter which add ready fuel to the 
flames, and cleanliness is therefore an 
equaily important factor. A dirty mo 
‘or frequently indicates a careless 
owner or driver and has consequently 
hoth a direct ind indirect bearing on 
‘he desirability of the risk. 

While fire losses arising from the 
causes just enumerated have cost the 
‘nsurance companies much money, it is 
equally important to consider the large 
number of: losses resulting from colli- 
sions due to defective brakes and steer- 
ing gear or from broken frames and 
axels, and these parts require careful 
examination also. 

While painting, upholstery,  etc., 
varely enter into the origin of a loss or 
damage they are frequently employed 
as devices to swell the amount of the 
resulting claim to undue proportions, 
and experience has shown that they 
“ften contribute to actual fraud in ad- 
dition. 

It ig no unusual experience for an 


(C steering 


(D) 


adjuster to find a claim covering a com- 
paratively trivial fire or collision dam- 
age being made to include entirely new 
painting or upholstery, notwithstanding 
the fact that the car may have had 
several seasons’ use with consequent 
scuffing and depreciation, and the as- 
sured thereby actually profits as a re- 
sult of the claim. It is also a matter 
of frequent experience to find claim be- 
ing made for damage to fenders or 
other minor parts when, as a matter of 
fact, such damage had been incurred 
in some previous accident and includ- 
ed in a previous claim, but without re- 
pairs having been made. 

Careful inspection, if embodied in a 
comprehensive report to the _ under- 
writer at the time the risk is assumed, 


will eliminate or materially reduce 
many such claims. 
(2) POSITIVE IDENTITY OF THE 


CAR AND ITS EQUIPMENT 

Inasmuch as rates and amounts of 
insurance are largely governed by the 
age and original cost of the car, or its 
customary usage, it is a matter of im- 
portance that these factors be clearly 
oetermined, notwithstanding the usual 
description or warranty § statements 
contained in the policy, for there is, 
rerhaps, no more frequent or annoying 
jorm of error connected with motor ve- 
hicle insurance than that of misstate- 
ment (largely innocent o1 uninten- 
tional) of the age, model or original 
cost of the car and its equipment, or 
the purposes for which it is used. 

While the company would seem to be 
protected from improper claim or loss 
in such cases, it is a fact that where 
no fraud is involved the company gen- 
erally finds it embarrassing, if not im- 
possible, to take advantage of its con- 
tract rights, and all too often the 
fraudulent claimant, too, finds it pos- 
cible to compel payment in spite of such 
safeguards. 

In addition to these considerations it 
is highly important where theft haz- 
ards are covered, that the car should 
le accurately described in the policy 
and that its equipment be carefully 
iisted in order that identification may 
be readily established after a loss, and 
‘he stolen property recovered. Every 
experienced underwriter knows the 
difficulty of establishing such identity 
or securing information promptly where 
the manufacturer’s number or descrip- 
tion of the property is not available or 
is given wrongly, and sent out to the 
nolice authorities in error. There is 
even danger of damage suits where in- 
uocent parties may be subjected to false 
arrest or detention as a result of such 
misinformation being placed in the 
nands of the authorities. 

These errors and misstatements nat- 
urally arise most frequently in connec- 
tion with old or second hand cars, or 
where the information is obtained from 
employes, rather than the owner. A 


thysical inspection will disclose and 
correct such errors. 
+3) VALUES—MARKETS AND IN- 


SURABLE 

The continued and widespread fluc- 
tuation in the market value of ant»- 
mobiles during the past few years has 
hrought home to the underwriter the 
difficulty of relying on a fixed percent- 
vege of the original cost or list price of 
the. car as a basis for its insurable 
valve. and this difficulty is materially 
heightened or complicated where the 
ear has undergone extensive alteration 
or repair, or where considerable extra 
equipment has been added since leaving 
the hands of the manufacturer. 

Again, it will be generally conceded 
that the safe insurable value of a car 
in the hands of a careful owner who 
gives his property good attention and 
sees that necessary repairs and upkeeo 
are made with good materials and by 
competent workmen, is materially 
higher than that of ona owned or op- 
crated by a careless or reckless person 
who uses jit without regard to its safety 
or preservation. 

It is essential, therefore, that the 
“ompany should have such information 
from a competent and disinterested 
source in order to do justice to the 
wishes of the assured and at the same 

(Continued on page 20) 
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Cable Address “LaBoyt” Established 1900 


LA BOYTEAUX & CO,, Inc. 


82 BEAVER ST. Jnsurance Brokers NEW YORK 


Act as representatives of the insured in all matters pertaining to the 
placing of insurance and collection of losses. The service offered 
is efficient, trustworthy and prompt. We invite submission 
of your problems as well as your orders. 








SERVICE IS THE SOUL 
OF INSURANCE 


The policies safeguarding against loss or damage to overseas 


shipments—fire in home or factory—collision, fire, property 
damage, etc., to motor car or other vehicle—all are for service 


in emergency. 


We have always considered the prompt settlement of all claims 
as our most important service to our clients. 


Our officers and department managers lay special emphasis on 
personal service, and are ready to co-operate with brokers and 
agents in every way. 


THE IMPORTERS AND EXPORTERS 
INSURANCE COMPANY 


Marine Automobile 


Fire Insurance 





17 South William St. New York 
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How New Auto Policy 
is Being Received 


OBJECTIVES SOUGHT IN 





FORM 
What Strikes Brokers and Adjusters 
As Being of Particular 


Importance 





pped here and there 
concerning the new draft of uniform 
and theft policy, relate 


In a general 


Oyinions dru 


sutomobile fire 
to many of its features. 
which is now in *he 


way the new form, 


insurance commissioners, 
embodies many of the features formerly 
part by 
removes one of the 


hands of the 


covered wholly or in riders. 


In this respect it 
Some 


former policies. 


men express 


objections to 
insurance satisfaction 
which the cover- 
believe that any 


with the manner in 
age is defined. They 


umbiguity heretofore existing ! 


has been 


removed. 


Everybody wko has been long in the 
husiess remembers the multiplicity 
of forms and riders used in connec- 
tion with the early policies and the 


confusion this led to in company offices 
ind among the assured, Now the 
statement of perils insured against has, 
it is thought, been reduced to the sim- 
ples" terms and the language is plain. 
The reference to general average and 
calvage is a survival of the old ma- 
rine policy. While the use of this 
provision is rarely necessary, there is 
a possibility that it mav be needed and 
so it has been preserved in the policy. 


Separating Theft 


It is believed that covering the theft 
feature under a separate rider will con- 
duce to the making of more accurate 
statistical records. It is not so long 
ago that the fire and theft rate was 
tumped. The question came up of what 
ihe theft losses were and how much 
tueft premium was collected. But 
while it was possible to figure it out, 
tor a long time little was done to pre- 
pare statistics that would show the 
true loss ratio. Then the fire and theft 
premiums were separated on the rate 
sheets and this, if properly made use 
of, tended to aid the statistical deport- 
ment. So it is thought that covering 
the theft feature under a separate rider 
may ‘tend again to facilitute the sep- 
aration of the two items and furnish 
the separate ficures which may be re- 
quired by state departments seeking 
to arrive at the loss ratios under the 
two risks. 

As to warranties by the assured, the 
new form is considered rather strict. 
it is realized that under it the as- 
cured might be held accountable for 
conditions he warrants to be known to 
him whereas in the usual order of writ- 
ing this business, the assured would 
not know positively many things con- 
cerning his car, which he says in the 
warranties he knows to be the case. If, 
having protected themselves by a strict 
form, the companies treat honest 
claims liberally, brokers and adjusters 
believe this feature of the new policy 
will be acceptable. 

With respect to property excluded, 
most persons do not wish to pay an 
extra rate for loss or damage to wear- 
ing apparel or extra bodies and the new 
form specifically states what the com- 
vany is not liable for. 

In the paragraph relating to other 


. under 


insurance the intent is to prevent an 
assured from entering into some oral 
ngreement with any person in whose 
place his car may be stored, that he, 
the assured, will waive claim against 
the bailee and seek to recover from his 
own insurance carrier. 
Identification 

It has sometimes occurred that an 
assured purposely, failed to identify a 
recovered stolen car because he pre- 
ferred to recover the money value un- 
der the policy. The new form seeks, 
the paragraph relating to aban- 
donment, to protect the company in 
such cases, which, by the way, are not 
infrequent. 

In connection with the old form rid- 
ers were used to set forth the limita- 
tion of liabilitv, while in the new one, 
the non-valued form is embodied there- 
in under this head and the stipulation 
‘s made that there is no liability for 
loss of use of the car. 

In connection with losses for which 
a bailee for hire is liable, provision has 
been made by which the insurance car- 
rier is allowed to pay an assured for 
a claim, in the form of a loan, with- 
out preindicing the comvany’s right to 
deny liability, pending the possible re- 
covery by the assured from the bailee 
This is in effect a tentative payment 
of a claim and is a material help to the 


assured, voluntarily given by the com- 
pany, 
The policy conditions surrounding 


misrepresentation and fraud should be 
moplied but it is thought better to stip- 


wlate them in the policy as a proper 
part of the contract. 
The provisions regarding title and 


ownershiv are not new in their annli- 
cation. They very properly protect the 
carrier from increased hazards by rea- 
son of a transfer of a car without the 
insurance company’s consent. 

To make clear the intent of the pol- 
icy regarding limitation of use the new 
form uses the words “in frequent or 
habitual use as a public conveyance,” 
relieving an assured who might rarely 
carry a person for a consideration. The 
company is not liable "mless by writ- 
ten agreement, for loss or damage to 
a car in which passengers are carried 
for hire, and for one week after such 
use an added protection to the com- 
pany. 


Essentials of Motor 
Inspection Named 


(Continued from page 19) 

time safeguard its own interests prop- 

erly. Such service can best be obtained 

‘hrough a competent and discriminat- 

ing svsterm of inspection. 

14) IGNORANT, RECKLESS OR 
PHYSICALLY DEFECTIVE OPE- 
RATORS 

Little need be said on this subject, 
as the experience of every company 
writing liability, collision or property 
damage coverage has shown the result 
of operation of motor vehicles by such 
persons. 

While phvsical inspection of the car 
will avail but little to relieve these 
conditions, it will generally afford the 
investigator an opportunity to secure 
valuable information regarding the 
owner or operator and report to the 
company accordingly. 

In conclusion, it may be said that the 
value of any service must be measured 
by the results obtained from it, and 
unless it is performed by skilled and 
reliable operatives the result must all 
too often prove disappointing. In the 
final analysis the best is the cheapest. 
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Insurance Exchange, CHICAGO 


Marine Insurance 


Local agents are invited to consult us on their marine insurance problems 


OSBORN & CO. 


Average Adjusters and Insurance Brokers 
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- 45 Wall St. NEW YORK 
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MARINE AND FIRE 
RE-INSURANCE 


| ROBT. R. toe LAER, Inc. 


| , New York, Amsterdam, Copenhagen and Buenos Aires 


15 William Street - - - . New York 














WM. H. McGEE & CO. 


MARINE UNDERWRITERS 
15 WILLIAM STREET, NEW YORK 


General Agents Marine Department U. S. Managers 
St. Paul Fire & Marine Insurance Co. aie 
Phenix Insurance Co. of Hartford ee ee - 
Great American Ins. Co., New York " . 
Camden Fire Insurance Association Agents Marine Department 
Providence Washington Insurance Co. 


Westchester Fire Insurance Co. 
Niagara Fire Ins. Co. Massachusetts Fire & Marine Ins. Ce. 








MARINE DEPARTMENT 
NATIONAL FIRE INSURANCE: CO. of Hartford, Conn. 
MARINE DEPARTMENT 
NORTHWESTERN NATIONAL INS. CO. of Milwaukee, Wis. 
UNITED STATES GENERAL AGENT 


A/S NORWEGIAN JOINT INS. CO., P.K.W.S., LTD. of Christiania, Norway 
OVERSEAS UNDERWRITING AGENCY, Inc. 


27 WILLIAM STREET NEW YORK 
Telephone Broad 346-7-8 








AMERICAN EQUITABLE ASSURANCE CO. 


OF NEW YORK 
Surplus to Policyholders $1,014,237.98 


Marine and War 
Risk Insurance 


Losses made PAYABLE in all parts of the world 








Columbia Underwriting Agency, Inc. 
ALBERT ULLMANN, President 


General Agents Marine Department 
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CASUALTY AND\SURETY NEWS 








Retraining Saves 
On Compensation 





IDEA DEVELOPING RAPIDLY 


Instead of Paying Out Money for Long 
Periods, Carriers Can Make 
Disabled Self Supporting 





Some specific examples of the value 
of rehabilitation and occupational 
training in the compensation field are 
furnished by the California Industrial 
Commission. 

One cese was of only 15% per cent 
permanent disability rating. The in- 
jury was so serious that the man was 
disqualified from returning to his for- 
mer employment. 


When the injury occurred he was re- 
ceiving $33.50 a week. This gave him 
the maximum compensation of $20.83 a 
week for a period of 62 weeks. His du- 


-Yes as a steam hoisting engineer re- 


quired the full use of his right leg and 
foot. The disability therefore made it 
impossible for him to return to that 
kind of employment. As soon as he 
was able he began to take a course in 
electrical hoist engineering in a busi- 
ness college. This required three 
months and the tuition was $105, but as 
soon as he had completed the course he 
obtained a position at $7.50 a day, a 
3plendid advance over his former wages. 
Another case represents a good ex- 
ample of what can be accomplished 
through re-educational efforts. At the 
time of the injury, November 14, 1916. 
this man was forty years old. For many 
years he had been working as a carpen- 
ter, and at the time of the accident was 
receiving $27 a week. The accident 
was caused by a fall and the injury re- 
sulting from the fall was so serious 
that he could not return to his former 
occupation. He has a family consist- 
ing of his wife and four children de- 
pendent upon him for support. He had 
to take his two eldest children out of 
school, the daughter seventeen and the 
son sixteen and put them to work in 
order to help maintain the home. After 
sufficiently recovering from his injur- 
ies, he became a jeweler’s apprentice, 
at first on a wage of only $8 a week. At 
the time of the survey he had been in 
this position about fourteen months and 
had been raised to $12 a week. He 
stated that within another year he 
hoped that he would complete the 
course and be able to command stand- 
ard wages for men in that vocation. 
What is known to the Commission as 
“office number 50” is an interesting case 
of industrial re-education. At the time 
the injury took place, June 18, 1917, this 
man was fifty years old. He was a 
building foreman and was _ receiving 
$28.49 a week. His disability consists 
Practically-in the paralysis of his major 
arm and hand. He has a wife and a 
daughter eleven years old who are de- 
Pendent upon him for support. His 
Permanent disability rating is 2914 per 
cent, or 118 weeks at $18.70 a week. He 
Says at first the injury dazed him in- 
dustrially and economically. About one 
year after the accident took place he 
decided that he would learn to do some- 
thing to provide his living and he be- 
fan to study mechanical drawing. He 
did not enter school for the purpose 
but provided the necessary books and 
facilities and was teaching himself the 
course in his own home. Though se- 
verely handicapped, three months after 
he had begun he was succeeding admir- 
ably. Already he was earning $15 a 
week and fully expected within a few 
Months more to be earning $25 a week 
and to increase in his earning capacity 


as his experience should become en- 
larged. 


———————— — — 


Continental Writing 
Non-Cancellable Form 


FOR ACCIDENT-HEALTH RISKS 





Designed to Indemnify at Low Cost 
Against Serious Cases of 
Disability 


In response to requests from some of 
its general agents the Continental Cas- 
ualty, Chicago, is issuing a non-cancel- 
lable income policy, the principal feat- 
ures of which are: 

It cannot be cancelled by the com- 
pany; 

Cannot be restricted after issue; 

iCovers every disability; 

\Pays a monthly income for life; 

‘House confinement not required; 

Fixed premium regardless of age; 

Renewable until age 60; 

{Issued subject to medical .examina- 





tion. 

—_ premium rates, ages 18 to 59 
inclusive, for each $100 monthly in- 
come. Barring no period of disability, 
selact and preferred, $80; extra pre- 
ferred and ordinary, $90. Barring first 
two, weeks, select and preferred, $60; 
extra preferred and ordinary, $67.50. 
jarting first month, select and _pre- 
ferréd, $40; extra preferred and ordi- 
nary, $45. Barring first three months, 
seleqt and preferred, $20; extra pre- 
ferred and ordinary, $22.50. 

Adgitional cost for each $1,000 acci- 


dental death benefit: select and _ pre- 
ferred, $2; extra preferred and ordi- 
nary, $3. 

Hy New Features 


The policy differs radically from ac- 
pers and health policies as generally 
conceived in two important respects: 

The policy is an annual renewabl- 
term insurance to age sixty. Its renewal 
from year to year is not at the option 
of both the Company and the insured, 
as is usually the case, but the Company 
is bound to renew it if the insured so 
elects prior to reaching the age of sixty. 
It follows that the policy once issued, 
its terms may not be varied by the 
Company by means of endorsements or 
waivers. In other words, the Company, 
prior to the acceptance of the risk, satis- 
fies itself once and for all time that the 
applicant is then in a normally healthy 
physical condition. It does this by 
means of a medical examination. 

The Company having once satisfied it- 
self that the risk is an insurable one, 
the Company is then bound to carry the 
risk until the insured reaches the age 
of sixty, regardless of the insured’s 
physical condition at the time of any 
expiration date, or at any other time 
after the policy is once issued. 

The insured having once secured this 
form of non-cancellable income protec- 
tion, is guaranteed insurance against 
disability until he reaches the age of 
sixty, provided only that he chooses to 
exercise his option of renewal each year 
by the payment of the required premium 
in advance. 

The policy is a simple promise to pay 
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Liabilities 
Capital 


The Company’s Lines: 


Liability, Teams’ Liability, 





The Fidelity and Casualty Company of New York 
92 LIBERTY STREET, NEW YORK, N. Y. 
Metropolitan Office—92 William St. 
eseroinamimhenocrnnr a neta 


BORED. snccncesiiescecsssavresseienseesese 


Surplus over all liabilities............ 
Losses paid to June 30, 1919.,....... 


LnecheeTenset ert tieevarvens -.. 68,667,495.03 


Fidelity, Surety, Accident, Health, Disability, Burglary, Rob 
hery Larceny, Theft, Plate Glass, Druggists’ Liability, Owners’ and Tenants’ Lia- 
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DEVELOPING 
Fidelity and Surety Bonds, Liability Workmen’s 


Compensation, Automobile, Accident, Health, 


Burglary and Plate Glass INSURANCE 


APPRECIATE THE CO-OPERATION OF THE 


Massachusetts Bonding and Insurance Company 








T. J. FALVEY, President 
Write For Territory 








in the event of disability due to physi- 
cal infirmity. The policy will be issued 
with or without accidental death ben- 
efits as may be desired. Monthly indem- 
nity for the period of disability is pay- 
able for life. 

Insured Four Ways 


This policy was conceived largely for 


the purpose of indemnifying at a low 
premium cost against serious cases of 
disability and, for that reason, rates are 
quoted for monthly indemnity on the 
four plans listed above. 

The attention of agents is called to 
the fact that it is not the object of this 
form of insurance to take the place of 
accident and health insurance as gen- 
erally sold by this and other companies. 
Its purpose is to supplement the usual 
forms of accident and health insurance. 
The usual forms of accident and health 
insurance provide largely against tem- 
porary losses due to disability. This 
form insures permanently against dis- 
ability losses even though the risk may 





sion paid. 








General Building 











vesidence theft insurance at one-third the former 
rates. This is every broker’s opportunity. Call for 
particulars about our new Fu 
Theft Policy. Regular rate of brokerage commis- 


General Accident 


Fire and Life 
Assurance Corporation, Ltd. 


Something New 


Value Residence 





PHILADELPHIA 





become physically impaired. Non-can- 
cellable income insurance is more near- 
lv akin to life insurance when sold on 
the renewable term plan Under such 
life insurance policies the Company is 
obligated to renew the policy from 
vear to year even though the risk may 
meanwhile have become impaired to a 
very serious extent, 


DANGER IN GLASS CONSTRUCTION 

Fire underwriters are beginning to 
see rather a serious menace in the con- 
struction methods quite generally 
adopted in Detroit and other western 
industrial centers, of building factories 
with large expanses of plate glass on 
all four sides. This, of course, does not 
impair the risk as long as it is not sit- 
uated too close to another building, 
but when such structures are built 
close together there is serious danger 
of a sweeping fire. That was demon- 
strated in the Wadsworth fire in De- 
troit, where the flames, after gaining 
headway, swept through the glass 
sides of the building almost as if they 
were tissue paper. A building of that 
sort in an isolated location may be 
classed as a good risk when first erect- 
ed, but as the surrounding areas are 
built up the danger is greatly in- 
creased. 





TRAVELERS STARTS CAMPAIGN 
The Insurance and _ the 


Hartford, Conn., 


Travelers 
Travelers Indemnity, 
have a new accident risk campaign 
on from October 6 to December 
20. A bonus will be paid to agents or 
brokers paying for accident policies 
on not less than five new risks. 
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Promotions in Newark 

Edwin V. Ross, a specia! agent for 
the Travelers, in Newark, N. J., has 
heen made assistunt manager there. 
‘Ienry R. Burr has been made assist- 
ant manager of the burglary and plate 
glass departments. 
becomes assistant manager of the steam 
boiler department. 

. . - 
Admits Improvement 

One of the health and accident men 
who did not find much of interest in the 
last convention of the Health & Acci- 
dent Underwriters’ Conference admits 
that the organization has accomplished 
much for the business and that the 
members are living up to agency rules 
much better than ever before. In fact, 
he says, this condition is noticeable 
among non-conference members as well 
as those within the organization. 

* * * 
Commercial Makes Promotions 

E. V. Lonergan has been appointed 
superintendent of the liability depart- 
ment of the Commercial Casualty, in its 
New York office. Mr. Lonergan has 
been handling this line at the counter 
since 1914. Gilbert L. Kerr has been 
made assistant manager of the office, 
being advanced from the claim depari- 
ment. William B. Fichter has been 
placed in charge of the accident and 
health business. 
from overseas where he was with tha 
27th Division. T. J. Politan, who ha 
been a counterman, is now in charge of 
renewals. He was formerly a Fidelity 
& Casualty man before going to the 
Commercial. [ 
‘A * * j 








No Such Thing as Security 

The Fidelity & Depvusit tells of 
farmer who came to town in his Fo 
stopped in front of a store, wound 
chain around the spokes of a _ rear 
wheel and then around a tree and then 
locked the chain with a padlock. With 
a sense of security and self-satisfac- 
‘ion, he entered the store to make 
some purchases. Immediately, another 
man came along, jacked up the ear, 
took off the locked rear wheel, put on 
the spare wheel and rode away. 

7 * * 


Physicians Getting Active 

The Physicians’ Protective Associa- 
tion, with headquarters in Buffalo, is 
organizing all the counties in western 
und southern New York to fight com- 
pulsory state health insurance. The 
Erie County physicians are waging an 
organized campaign against it. 

+ * a 


Present Limits Enough 
Some of the New York automobile 
casualty men are saying that they be- 
lieve it is not necessary to issue an un- 
limited liability policy in Missouri eat 
25 per cent increase in rate, as the 
assured can now get 20-20 limits for 27 
per cent additional. These limits, they 
say, are enough, 
’ * + 4 
Paper for Safety Engineers 
One of the practical papers read at 
the National Safety Council convention 
in Cleveland was on “The Fundamental 
Principles of Sifeguarding,” by Sidney 
J. Williams, secretary and chief engi- 
neer of the Council, Chicago. He di- 
vided his subject into two parts—what 
shall be guarded; how it shall be done. 





WILL APPLY TO NEW YORK 

The Republic Casualty, Pittsburgh, 
will make application for admission to 
New York within the next few weeks. 


Winton S. Fletcher 


He has just returned/ 


/ 











Warred Aqain: +45 
While the conference of wome. Jeac- 
tors was being held in New York, some 
talks were made against compulsory 


nealth insurance. When an effort was 
made to place the conference on record 
on the subject Dr. Martha Walpton, 
Los Angetes, said: 

“In my country, especially in Los An- 
eeles, thirty per cent of the population 
is Christian Science, and they are 
against the medical profession. I would 
not care to vote on a matter like this, 
because no matter which way I voted I 
would be misunderstood by my home 
state. We are working to save our 
‘ives in California, such is the attitude 
against the profession There are 
twenty-six different varieties of anti- 
inedical people out there. Schools are 
vun there to teach the young folks how 
to avoid the doctor. Go slow, and be 
careful. We may be misquoted in the 
press. You know the newspapers are 


not with a hee ee 
just whf@h side you favor.” ‘ 

Ya ae : ; 
WILL REVISE RATES 
The governing committee of the Com- 
ensation Inspection Rating Board has 
idopted the following resolution: 
“Whereas, it appears to this board from 
the statement of the actuary of the State 
Insurance Department that a general 
rate revision for the State of New York 
is desirable, it is Resolved, That the 
hoard shall proceed to compile and tab- 
ulate data reported by companies 
under schedule ‘Z’ 1915 1916 and 1917 
in states of New York, Pennsylvania, 
Massachusetts and New Jersey, with 
the view of presenting such data to the 
Classification and Rating Committee 
for the purpose of revising the pure 
premiums and loadings and developing 
rates to become effective on or about 
Mareh 31, 1920.” 












TC 

A committee of three, composed of 
the Employers’ Liability, Employers 
Mutual, and Ocean Accident & Guar- 
antee has been appointed by the Com- 
peusation Inspection Rating Board to 
conter with the manager on the sub- 
ject of amending the experience rating 
rules for the purpose of making the plan 
more effective in operation and secur- 
ing better results in the promulgation 
of rates. 


The Compensation Rating & Inspec- 
tion Bureau of New Jersey contemplates 
issuing a new manual in the near future. 


G. A. Goetschius, President 
1 Liberty Street New York 
Metropolitan 


Writing Business 





| AUTOMOBILE INSURANCE 
Fireman’s Fund Insurance Company of Cal. 


Assets over Eighteen Million Dollars 


The MOJOR Acency 


_©)_ 


General Agents 


District, 
New Jersey 


ONE OF THE LEADERS IN AUTOMOBILE INSURANCE 





Leslie W. Winslow, Vice-Pres. 
Phone—John 3291 


Suburban and State of 














C. A. CRAIG, President 


W. R. WILLS, Vice-Pres. 


C. R. CLEMENTS, Sec. & Treas. 


The National Life and Accident Insurance Company 
NASHVILLE, TENNESSEE 


Industrial, Life, Health and Accident Insurance 


in ONE Policy 
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CHICAGO BONDING AND INSURANCE COMPANY 


“ar WRITES the following lines of INSURANCE 
ey FIDELITY AND SURETY, PLATE GLASS, BURGLARY, GENERAL 
ae LIABILITY, AUTOMOBILE LIABILITY, PROPERTY DAMAGE AND 


COLLISION, ACCIDENT AND HEALTH, MONTHLY PAYMENT 
Charles R. Culyer & Co., Resident Managers, 428 Walnut St., Phila., Pa 
Geo. S. Dippold, Genl. Agt., 1107 Peoples Bldg., Pittsburgh, Pa. 

Joseph F. Izzie & Co., Res. Mgrs., Essex Bldg., Newark, N. 
Jj. Ramsay Barry Co., General Agents, 10 South St., Baltimore, Md. 
General Insurance Agency Co., Gen. Ags., Equitable Bl., Washington, D.C. 


500,000.00—Surplus to Policyholders, $669,496.00 
O. F. Roberts, Vice-Pres. and Gen, Mgr. 


Home Office, Chicago, Ill. 

















CRIME INCREASES BUSINESS 


Speakers at National Surety Convention 
Tell of Lines to Be 
Developed 


Plans for the further development 
and extension of surety coverage to 
handle the new types of risks created 
by the present industrial unrest in this 
country were made at the annual ses- 
sions of the National Surety Agency 
Convention, held last Thursday and 
Friday at the Bankers’ Club in New 
York. ‘More than 140 agents, repre- 
senting all the branch offices of the 
company, were present at both meet- 
ings. 

Among the various forms of protec- 
tion for which there are constantly in- 
creasing demands are the bankers’ 





J. L. MAUTNER 


J..L. MAUTNER AGENCY 


A. J. HESS 








Complete Automobile Coverage 
All Casualty Lines 








1 Liberty St. 
| NEW YORK 
Phone John 1570-3972 








127 Wheaton PI. 


RUTHERFORD, N. J. 
Phone Rutherford 1345 
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and brokers’ blanket coverage, check 
forgery bonds and safe deposit-box 
burglary _ policies. Several of the 
speakers devoted their talks to a de- 
tailed discussion of these subjects, tell- 
ing how the recent widespread increase 
of stealing of unregistered negotiable 
securities had driven many individuals 
and companies to take large policies 
with the surety companies. Vice-presi- 
dent K. A. St. John outlined the possi- 
bilities in his address on “Forgery 
Opportunities,” Assistant Secretary 
Slingluff spoke on “Fidelity Develop- 
ment,” and Charles H. Bunras of Chi- 
cago on “Forgery Bond Development.” 

In his address of welcome to the 
agents President William B. Joyce de- 
scribed the healthy growth of the com- 
pany and expressed confidence that the 
present rate of improvement of busi- 
ness would be continued during the 
next twelve months. The assets of the 
company, he said, were now close to 
$19,000,000, an increase of nearly $15,- 
000,000 in the last ten years. Although 
the burglary theft and fidelity losses 
were mounting higher, premiums from 
new business easily more than offset 
the jump in claim payments. 

Among those who spoke and led the 
discussions were: Vice-Presidents Wil- 
liam H. Drapier, Howard Abrahams, 
R. C. Carson, J. R. Wells, and H. J. 
Lofgren. 





WILL WRITE PROHIBITED LIST 

The Associated Companies has ac 
cepted the resignations of the Travelers 
imsurance and the Travelers Indemnity 
{fective November 24. The United 
States Casuaity and the United States 
idelity & Guaranty have been elected 
in their places. Effective November 24, 
Herbert M. Wilson was elected gen- 
eral manager and F. W. Lloyd secre 
tary-treasurer. The scope of the asso 
ciation has been extended to practi 
cally the entire present prohibited list 
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CASUALTY AND SURETY POINTERS 








Because burglary insur- 


Possibilities ance never was so easy 
in Burglary to sell, and, because win- 
Line ter is approaching when 
burglars display more 

than customary boldness, The Travel- 


one number 
increasingly 


ers, Hartford, has devoted 
of “Protection” to this 
popular line. One of the stories tells 
of how merchants can be educated to 
buy burglary insurance just for the in- 
spection service and exnert advice on 
prevention. Some merchants do not 
cee this point at once but look only at 
the amount of premium asked. They are 
usually converted when they have a 
loss. Manufacturers buy boiler insur- 
ance, not because they expect to have 
a loss, but to prevent having one, by 
means of the inspection service. Why 
should not merchants buy burglary in- 
surance for the same reason? 

Now, when so many store windows 
are broken by strikers, rioters or by 
passing automobiles, the need for burg- 
lar alarm wiring in the windows is par- 


ticularly noticeable. Merchants usu- 
ally do not like to do this. They say 
it spoils the window. But much valu- 


«ble goods has been stoien from broken 
windows and it is part of the service 
burglary insurance agents can render 
en assured, to show him wherein win- 
dow wiring is beneficial. 

Evidently there is so much racket in 
New York that nobody pays any atten- 
tion to the ringing of a burglar alarm 


bell. At any rate Assistant Secretary 
Garrison, of the Travelers, says that 
on Seventh Avenue he noticed three 


alarms ringing while he was there one 
afternoon. One New York storekeeper, 
who had such an alarm, was convicted 
of maintaining a public nuisance. 
There is considerable bank business 
always available as most banks are 
underinsured. The Travelers say that 
28 suits have been filed against a bank 
in Bainbridge, Indiana, by owners of 
liberty bonds, whose property was in 
the vaults when the bank was robbed. 
janks can get insurance to cover this 


hazard and so can the box holders. 
* * * 
Manager William 4G. 


Expects Good Curtis, of the Aetna’s 


Bond Alhany, N. Y., branch, 
Business is getting his agents 
interested in road 


bonds with this announcement: 

“September 23 the New York State 
highway department awarded contracts 
for state road construction aggregat- 
ng $1,300,000 which goes to prove that, 
as has been pointed out heretofore, 
there will be a tremendous amount of 
road construction throughout this state 
during the next two or three years. 
There will be probably two more let- 
tings this year of road contracts. It is 
thought that a better class of contrac- 
lors are gradually working into this 
class of business It would therefore 
seem advisable for agents to keep in 
«iose touch with highway construction 
and development in their resnective 
territories. In soliciting applications 
for bonds on highway contracts, it is 
suggested that agents confine their ef- 
forts to the better class of contractors 
doing this class of work. In other 
words, endeavor to get applications 
from those contractors whose business 
1s considered preferred. Until a better 
experience develops in the bonding of 
road contracts. it is thought well to 
confine underwriting to those road con- 
*ractors whose exnverience and financinl 
responsibility ‘is aheve the average.” 

* 2 @ 


The Massachusetts Bond- 

Why Some ing draws a motto from 
Fail th® saying of a man who 
Early made a fortune out of the 


mail order business and 

vhen asked the reason of his success, 
reclired that his prospects “either buy 
or die.” The company then adds this: 
If more of that spirit permeated 
ome of our representatives, there 


would be a larger volume of business 
written and more of our men in the 
class of those who have $5,000 incomes. 

“The trouble with the average agent 
is that he will not ‘stick’; he becomes 
discouraged just because he does not 
sell the first few prospects and quits 
for a day or maybe a month. He is 
willing to get along on his commission 
from business put on the books in the 
past and to accept a great deal less 
‘nan he could actually earn, rather than 
face the public and persuade them to 
ouy his goods. 

“Even in these days of high wages, 
the average man cannot make as much 
as a successful insurance salesman 
who will really work and see fifteen tc 
‘twenty-five prospects a day. We are 
convinced that if each of our managers 
and agents kent a daily record of the 
number of calls made and the amount 
of time actually spent in soliciting, 
that it would not be a document which 
he would be proud to submit for ex- 
amination. Nothing worth while comes 
to us except as the result of good hard 
‘vork and eight or ten hours of that 
kind of work every day will make such 
a difference in the income of a number 
of our managers and agents that thev 
will not recognize their monthly bank 
statements. There isn’t a better time to 
start that kind of work than now.” 


Cc. J. DENNEHY’S CHANGE 
C. J. Dennehy, of the Massachusetts 
Bonding, in New York, has resigned to 
manage the insurance department of 
‘he Union Carbide Company. 





Lloyds Announces 
New Bank Policy 
(Continued from page 1.) 
any other person or persons whomso- 
ever. 

2. BY REASON of any money and/or 
securities being lost, stolen, mislaid, 
misappropriated, or made away with, 
whether by the negligence or fraud of 
their officers, clerks or servants, or 
otherwise, whilst in transit in the hands 
of their officers, clerks or servants be- 
tween any houses or places situate 
within miles from 
such risk of transit to 
commence from the moment when the 
person into whose hands the same may 
be delivered on behalf of the Assured 


shall receive the same until the deliv- 
ery thereof at destination. 
3. BY REASON of the payment, 


whether received over the counter or 
ihrough the clearing house or by mail, 
of forged or raised checks or (genuine) 
checks bearing forged endorsements or 
the establishment of any credit to any 
customer on the faith of such checks. 

4. BY REASON of the dishonest or 
criminal act of any officer, clerk or serv- 
ant of the assured with respect to the 
loss of its money and/or securities and 
or other personal property (including 
that for which the assured is respons- 
thle) wherever committed and whether 
committed directly or in connivance 
with others. 


IT IS UNDERSTOOD AND AGREED that 
the term “Money” as used in this Policy shall 
be deemed to mean Currency, Coin, Bank 
Notes, (signed and unsigned), Bullion and 
uncancelled United States Postage and Rev 
enue Stamps; and that the term “Securiti 
as used in this Policy shall be deemed t 
mean Express, Postal, Pension ind)» =Bank 
Money Orders, Bonds, Debentures, Cheques 
Coupons, ‘Demand and Time Drafts, Bills of 
Exchange, Acceptances, Promissory Notes, Cer- 
tificates of Deposit, Certificates of Stor 
Warchouse Receipts, Bills of Lading, and all 
other instruments of a negotiable character as 
respects which, if negotiated by any holder, the 
Assured would have no recourse against the 
innocent holder thereof, 

I’ IS FURTHER UNDERSTOOD AND 
AGREED that the Assured shall continue is 
force individual fidelity or other bonds aggre 
gating not less than the mount (if ar 
carried at the inception date of this Policy at 
that a statement of all bonds relatis to i 
fiicers. clerks and servants shall be furnis! 
by the Assured at the maturity of this insu 
ince; FURTHER, that in the event of loss this 
Policy, insofar as it covers losses also 
cred by fidelity other insurance, shall only 
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PETER EPES, Agency Manager 





W. E. SMALL, President E. P. AMERINE, Sec’r 


Georgia Casualty Company 
“DIXIE AUTO POLICY ” 


The Last Word In Motor Insurance 























Surplus and Reserves to Policyholders Over Two Million Dollars 


HOME OFFICE: MACON, GEORGIA 

















The METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 
HOME OFFICE, 47 CEDAR STREET 
OHARTERED 1874 
Plate Glass, Burglary, Accident and Health Insurance 


EUGENE H. WINSLOW, President 
Robert A. Drysdale, Vice-Pres. S$. Wm. Burton, Sec. Alonzo G. Brooks, Ass’t Se. 


RELIABLE AND ENERGETIC AGENTS WANTED 














THE SIGN OF GOOD CASUALTY INSURANCE 


ae Gree F. J. WALTERS 
CHI CA GO Resident Manager 


55 JOHN STREET 
F. W. LAWSON; 


New York 
General Manager ' 


EI A. Lord &Co. 
Liability, Accident poagoal ord &Co 


. 145 Milk St., Bost 
Burglary,Boiler and a 


Resident Managers 
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Estabdiisnedo 1869 


London Guarantee & Accident Co., Ltd. 
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AUTOMOBILE INSURANCE  cov¥kicE 


20% Reduction of Conference Rates 
Commission 17/,%—Prompt Settlement of Claims 


MOTOR CAR MUTUAL CASUALTY COMPANY 
MOTOR CAR MUTUAL FIRE INSURANCE COMPANY 


10% additional reduction on Liability and Property Damage 
rates on commercial trucks driven by owner exclusively. 


BROKERS AND AGENTS’ ACCOUNTS SOLICITED 


20 Nassau Street Telephone John 5880 New York 











pay claims (not exceeding the amount of this shall be the value as agreed between the re 
Policy) the excess of the amount of such fidel spective parties or in the event of difference 
ity or other insurance as may be in foree when as ascertained by arbitration 
the loss occurs . WARRANTED FREE OF ALL CLAIM 
rHE TOTAL liability of each of the under 
: > 1. For losses not discovered within the said 
signed in re pect of any loss of osses caused 
by (a) acts or omissions of any one person period of twelve calendar months and _ for 
losses sustained prior to the day of 
(whether one of the officers, clerks or servants 
of the Assured or not) or acts or omissions in 19 ; but with the understanding that in the 
which such person is concerned or implicated event of non-renewal the Assured shall have 
: | e os sae Pa smatte an event the twelve calendar months next following the 
or (Db) in respect 1 at ne casualty M 
is limited to the amount underwritten by him expiry date of this Policy in which to discover 
irrespective of the total amount of such 1 osses sustained between the date named in 
Upon the discovery of any loss under this this Warranty and the date of maturity of this 
= Policy. 
insurance (and subject to the duc payment of 
the further premium hereinafter mentioned) a 2. For loss resulting wholly or partially from 
further premium calculated pro rata upon the the wrongful act or default of any Director or 
annual premium for the unexpired time and the Directors of the Assured other than those who 
mount of such loss shall be payable by the ire salaried officers of the Assured 
Assured to the undersigned and subject as 3. For loss of any money and/or securities 
aforesaid i from the time of the discovery and/or other personal propert onfided to the 
of such loss, and even although the further care of the Assured the nominal value and 
premium may not meanwhile haye been actually description of which have not been ascertained 
paid, this Insurance shall be treated as re by them before loss 
newed — s¢ at all tim during the said 4. For loss or damage ulting from War, 
period of twelve calendar months to « tinue Insurrection, Ricts, Civil Commotio Military 
n Insurance to the full extent of 4 a or Usurped Power, Windstorn lornado, Cy 
notwithstanding any previous lo for which clone, Subterranean Fire, Earthquake, Volcanic 
the undersigned may have paid or be liable to Eruption or such like disturbance f Nature 
pay hereunder; the true intent and meaning of If the Assured shall make any claim knowing 
these presents being that while the total lia- the same to be false or fraudulent, a regards 
bility f each of the undersigned is to be imount or otherwise, this Pol hall hecor 
limited is iforesaid to the ymount under void and all claim thereundes hall be for 
written by him, any number f parate claims feited 
for losses incurred in any otherwi iy either AND IT IS HEREBY AGREED that the us 
on the same or different days arise against him dersigned upon the payment of at here 
hereunder, subject only to his right on the under shall become subrogated to all the rights 
discovery of any loss to the payment of the ind remedies of the Assured in respect of such 
further premium hereinbefore mentioned lr and that immediat written notice of any 
In estimating the umount of any los the los hall be iven 1 t Assured to James 
ilue of at curitic shall be taken at the Hartley. Cooper & C Lid Cowper's Court 
average market price or value in Cornhill, London, E. ¢ } England, together 
m the day of discovery of such lo (omitting with all such particulars for the purpose of 
Sunday ind Holidaysy and if there he n identification and othe nf ition as may be 
market price or value for the same or any n their power 
of them on such day then the value thereof Dated fn London,...........sseccseeves . 
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Casualty Insurance Life Insurance 
Fidelity and Surety Bonds Accident-Health Insurance 


COMPANIES OF CONFIDENCE 
THAT 


AID THEIR AGENTS 


AND 


PLEASE THEIR POLICYHOLDERS 


BALTIMORE JOHN T. STONE, President MARYLAND 
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Some of the Innovations Introduced by the EQUITABLE 
During Its 


Sixty Years of Public Service 


Shortening, Simplifying and Liberalizing the Policy Free Health Examinations for Policyholders 
Contract 








A: Home Purchase Policy 
Immediate Payment of Death Claims 








A Refund Annuity guaranteeing return of Entire 


Incontestability after first policy year Peincieal 








Group Insurance for Employees 





An Income Bond to Provide for old age 





A Corporate Policy to Protect Business Interests 





New and Improved forms of Accident and Health 
A Convertible Policy Adaptable to Altered Policies, thus completing the circle of protection 
Circumstances against the hazards of Life, Accident, and Disease 


THE EQUITABLE LIFE ASSURANCE SOCIETY of the UNITED STATES 


W. A. DAY, President 










































